When telephone trouble is 
reported, the test desk be- 
comes the nerve center in 
the search, as in this photo- 
graph. According to L. N. 
Martin, a case of trouble 
that is not found is just as 
important to the subscriber 
as one that is found. See 
his article, ‘‘The Trouble Was 
Not Found,” on page 26. 


Circulation This Issue 
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MANAGEMENT + PLANT + TRAFFIC + COMMERCIAL + LEGAL + ACCOUNTING 


Use Stromberg-Carlson 
repeaters 


and save twice on your 
growing EAS and toll needs! 


STROMBERG-CARLSON PRODUCTS: the standard of quality since 1894. 


TELEPHONY 





1. You enjoy big savings on initial cable cost— 
Stromberg-Carlson Repeaters permit the use of 
smaller gauge cable. 


2. You reduce your equipment investment and cut 
long-range costs by adding repeaters only as your 
expansion requires. 


Typical example: one Independent operating 
company* saved $8,712 by using 36 Stromberg- 
Carlson Repeaters, which permitted the use of 
22-gauge cable instead of the 19-gauge cable orig- 
inally planned. Be sure you get your share of this 
kind of savings. You can do it with the help of 
Stromberg-Carlson applications service, plus 
Stromberg-Carlson transmission equipment, in- 
cluding our complete repeater line: 


e 541 Negative Impedance Repeater: extremely 
flexible; performs efficiently on loaded and un- 


*Name on request 


GENERAL DYNAMICS 
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loaded cable and on mixed facilities. 


e 546 Negative Impedance Repeater: exceptional 
economy on loaded lines of high uniformity. The 
lowest-cost combination repeater on the market 
today. 


© 551/571 Hybrid-Type Voice Frequency Repeat- 
er: assures the gain needed for toll standards on 
circuits with high transmission loss. 


Whatever your repeater applications, you get 
more decibels for your dollar with Stromberg- 
Carlson equipment and applications service. Your 
Stromberg-Carlson representative is ready to spell 
out the details on the top Independent line of 
transmission gear. In Atlanta, call: 875-7467; 
Chicago: STate 2-4235; Kansas City: HArrison 
1-6618; Rochester: HUbbard 2-2200; San Fran- 


cisco: OXford 7-3630. 
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ITT KELLOGG PAYSTATIONS BELONG EVERYWHERE 


ITT Kellogg Paystations can be quickly in- 
stalled practically anywhere: in booths or 
boothettes, on counter tops, can even be used 
as a portable pay phone. Ease of installa- 
tion, plus maximum security, are achieved 
through base plate mounting. 

Features rugged 2-section pressed steel 
housing...many standard, and interchange- 
able, K-500 parts, including K-500 handset 
and dial mechanism...coded keys, coded self- 
locking coin boxes...loop resistance 1000 
ohms including the instrument. Also avail- 
able with slug magnet, spare coin box, uni- 
versal mounting adapter. 

In ivory, light beige, light grey. For dial or 
manual service. 


A Division of 


International Telephone & Telegraph Corporation 
Telecommunications Department 


Regional Offices and Warehouses: 
ILLINOIS: 3801 West 44th Street, Chicago 32, Illinois, Cliffside 4-4881 (Area Code 312) 
KANSAS: 7th & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418 (Area Code 913) 
NEW YORK: 309 Wavel Street, East Syracuse, New York, HEmpstead 7-2511 (Area Code 315) 
GEORGIA: 1594 Southland Circle, N.W., Atlanta 18, Georgia, SYcamore 4-2441 (Area Code 404) 
TEXAS: 1359 Motor Street, Dallas 7, Texas, MElrose 1-3190 (Area Code 214) 
CALIFORNIA: 23 Broderick Road, Burlingame, California, OXford 7-5780 (Area Code 415) 


ITT Kellogg products available in Canada 
through ITT Canado Ltd., 


9600 St. Lawrence Boulevard, Movtreal 12, P.Q., Canada 





FLASHES 
AND PLUGS 


INTERNATIONAL PARTY LINE. The Jefferson County, Ky., 
Police force has a problem, the AP reports. Their radio network 
turns out to be a party line. 

Judge Marlow Cook said the trouble lies in a frequency that 
is too low. The force is considering getting a higher frequency. 

In the meantime, officers in the cruisers hear their own dis- 
patcher now and then, plus police radio calls from Toronto, New 
York, Waco, Tex., and Spanish speaking programs from Mexico, 
Cuba or Puerto Rico. 


CENTS-IBLE REPLY. It is reported that Mayor Frank R. Somers 
of Dayton, O. received a telephone call the other day from a 
Dayton man who identified himself as a taxpayer who helps pay 
his honor’s salary. 

The mayor, who evidently has parried these thrusts many times, 
responded, “Dayton has 262,000 residents. Your share is less than 
one cent a year. Since you won’t tell me your name, I think you’ve 
already had your cent’s worth.” 


THAT DID IT. From “The Blue Bell” of Bell Telephone Co. of 
Canada comes this gem: 

A sailor was hauled into court for fighting. 

“Your honor,” he told the judge, “I was in a telephone booth 
talking to my girl, and a guy wants to use the telephone. So he 
opens the door, grabs me by the neck, and tosses me out of the 
booth.” 

“Then you got angry?” asked the judge. 

“Well, a little,” replied the sailor, “but I didn’t get really mad 
until he grabbed my girl and threw her out, too. 


WUIFFIES FOR THE NEW FATHER, Most new fathers run for the 
nearest telephone to spread the news. Flash, a “British” German 
shepherd, is no exception. 

When a telephone operator in Paddock, England, heard a dog 
barking over an open line, she thought thieves were in the neigh- 
borhood, and called police. 

In a garage, the officers found Flash and his mate, Bess, ad- 
miring seven newborn pups near an extension telephone that 
Flash had dislodged in his excitement. 


THE BIRD’S NOT FREE. In Derby, England, the UPI reported, a 
man telephoned the police that he was locked in an office build- 
ing and needed help. 


The officers came, let him out, then arrested him for theft. 


Change of Address 


Please notify your local postmaster and the Circula- 
tion Department of TELEPHONY (608 S. Dearborn S&t., 
Chicago 5, Ill.) of change of address. Change cannot be 
made without the old as well as the new address. Allow 
three weeks for change of address to become effective. 
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Now Studebaker leads the industry with 
America’s Most Advanced Automobile/f 


THIS IS OF MAJOR SIGNIFICANCE TO EVERY FLEET OPERATOR. 
For it illustrates dramatically the unique ability of Studebaker— 
under dynamic leadership—to build highly specialized vehicles for 


7 4 highly specialized purposes...and build them at production-line 
“ Studebaker 7 


prices. A few are illustrated below. 
- 


Fleet Larks Police Marshal 


Rural Mail Carrier 


Champ, Transter Write us for the surprising facts on fleet Larks, plus a 
Peder pan duty color folder on the spectacular Avanti. Fleet Depart- 
— os ment, Studebaker, South Bend, Indiana. 
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Lenkurt can serve up for us ..." 


"Each item represents a Lenkurt service we can get when we 
want to expand our communications system." 


"That's a lot of things." 


"Sure is. Take EF&I. It means Engineer, Furnish and Install. Our 
company uses it and saves a lot of money and headaches." 


"What's included?" 


"Path surveys. System planning. Supervision of construction. 
Installation. Procurement. Project records and complete 
product information." 


"Does Lenkurt do anything more?" 


"Yes, a lot more. They train our people at their factory class- 
rooms. Lenkurt supplies complete equipment drawings, and they also 
provide repair and replacement services—done right at their factory— 
not by some outside service organization." 


Lenkurt is the leader in video, voice and data transmission 


systems. With EF&I, you can get a complete turnkey job that meets 
your needs. It's worth investigating. 


Lenkurt Electric Co., Inc., San Carlos, California. Offices in 
Atlanta, Chicago, Dallas, Minneapolis, New York and San Carlos. 


ALL THE ITEMS on the tray represent 
Lenkurt services: @ Path surveys, 
@ System planning, © Engineering 
specs and drawings, 4) Procurement, 
5] Installation, (6) Field training of 
personnel, @ Customer training at 
the Lenkurt factory, @ Repair and 
replacement, © Equipment drawings. 


Specialists in VIDEO, VOICE and DATA TRANSMISSION 


LENKORT ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS ay) 
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BETHLEHEM 
OVERHEAD 
GROUND WIRES 


Protect New 345-kv 
Transmission Line 


OVER 2 MILLION FEET 
OF “C” BETHANIZED STRAND 
USED AS STATIC WIRE 


Some 220 miles of 345-kv transmission 
system is now being constructed be- 
tween Utica and New York City. 
Niagara Mohawk Power Corporation 
is responsible for the 150-mile section 
from Utica to Poughkeepsie. Con- 
solidated Edison Company is erecting 
the down-state portion of the facilities, 
from Poughkeepsie to Yonkers. 
Bethlehem is supplying 2,238,720 
lineal feet of 1%-in. extra high-strength, 
and 623,040 lineal feet of *s-in. high- 
strength steel strand for static wire. 
Because resistance to corrosion was an 
important consideration, all strand was 
Bethanized “‘C’’ coated. Bethlehem is 
also furnishing more than 900 steel 
towers, and the tower bolts. 
Bethlehem manufactures a com- 
plete line of steel strand for overhead 
ground wire, guy wire, and messenger 
strand. For full details get in touch 


with the nearest Bethlehem sales 
office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 


Export Sales: Bethlehem Steel Export Corporation 


BETHLEHEM 


‘| for Strength 
) ... Economy 
y ... Versatility 


Distributor: 
JOSLYN MFG. and SUPPLY CO. 





NEW STATIONARY 
BATTERY 
OFFERS 20 YEARS’ LIFE 
AT A PASTED PLATE 
BATTERY PRICE 


There are only two ways you could get a more economical 
stationary battery than the new Exide-Ironclad. Get one 
with longer life for the same price. Or get one with the 
same life at a lower price. We don’t think either is possible. 


This is a battery designed for 20-year life potential. Yet it 
is priced right down at the level you would expect to pay for 
a pasted plate battery. It saves you money in the two most 
important ways: low original price and low annual cost. 


Compare an Exide-Ironclad with other stationary batteries 
and you'll notice something else too. It’s lighter—saves you 
up to 50% on shipping charges and floor loading. And it’s 
more compact—saves up to 50% of floor space needed for 
your battery. Translate that into additional annual dollars 
and cents saved. 


The Exide-Ironclad tubular positive plate battery was orig- 
inally designed for tough cycling applications such as elec- 
trically powered trucks. During the past 20 years, its long 
life potential in stationary service has been proven by actual 
application experience. This new battery, however, is a new 
basic design and incorporates new features for stationary 
use that make it vastly superior — with even longer life 
potential and greater dependability. 


The complete Exide battery line for telephone service also 
includes the pasted plate Exide-Tytex with Silvium* or 


: " 
+m ¢ 


The Exide-Ironclad positive plate — Active material is held 
firmly captive inside the square-shaped tubes—in good contact 
with the corrosion-resistant Silvium grid. Thousands of tiny 
openings give free access to electrolyte, prevent escape of active 
material. This unique construction results in long battery life, 
plus more power per pound of material and unit of volume 
than any other stationary battery. 
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calcium grids, the long-life Exide-Manchex Planté Battery, 
and the low-maintenance pocket positive nickel-cadmium. 
Only Exide offers so broad a line to meet your needs. 


For maximum economy—the Exide Power Package 


There are three parts to your total battery expense: the bat- 
tery itself, the rectifier, and service required. Exide offers 
this complete power package from one dependable source. 
You get the battery you need, the rectifier to meet your 
battery requirements, and the service of factory trained, 
factory-supervised technicians to keep both battery and 
rectifier in top condition. Write for complete information. 
Exide Industrial Marketing Division, The Electric Storage 
Battery Company, Philadelphia 20, Pa. 


*Silvium is Exide's patented grid alloy, proved up to 100% 
more corrosion resistant than regular lead-antimony grids. 


Exide 


INDUSTRIAL MARKETING DIVISION 
The Electric Storage Battery Company ESB) 
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ITT Kellogg has added to its depth of telecommuni- 
cations know-how the young and vigorous techno- 
logical know-how of Nippon Electric Company, 
Limited. Our new associate is Japan's leading 
producer of telecommunications equipment. 0 

Now this affiliation creates a single trans- 

mission product source that is unparalleled in its 
completeness. 0) The diversitied line includes: 
Line-of-sight microwave with capacities of up 

to 1800 channels / transistorized 6 and 12 KMC 
systems tailored to U. S. market requirements / Over- 
The-Horizon tropospheric scatter 

KN OW-H OW equipment / large channel-capacity 
multiplex equipment / standard & small 

diameter coaxial cable systems with 300 

to 2700-channel capacity / telephone, 


telegraph & power line carrier equipment. 
Write us for the complete detai/s.O The 
combined know-how of /TT Kellogg and its 
affiliate Nippon Electric Company is now 

at your disposal. How may we serve you? 


Ene} KELLOGG 


TRANSMISSION PRODUCTS DEPARTMENT 
2912 WAKE FOREST ROAD, RALEIGH, NORTH CAROLINA 
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A 


FINANCE 
_ PLAN. 





WHAT THE PLAN IS 

The Automatic Electric Finance Plan is a loan program specifi- 
cally designed for independent telephone companies. It can be 
used to finance dial conversions, additions, outside plant mate- 
rials, station apparatus, buildings and other plant requirements. 


REASON FOR THE PLAN 

Many telephone companies would like to convert to dial and 
modernize their facilities, but for various reasons find it im- 
practical to resort to the avenues normally used for procure- 
ment of the necessary funds. To meet the needs of these 
companies, AE developed its own finance plan. 


3 TYPES OF LOANS 

Our finance plan includes three different types of loans: (1) 
Long Term Loans for major construction such as dial conver- 
sions or plant additions; (2) Interim Loans for companies 
which have long term financing planned, but need funds during 
the period of construction; and (3) Installment Loans which 
are made when the principal is to be repaid in five years or less. 


ADVANTAGES OF THE PLAN 
The only charge on an AE loan is the interest. There is no 


commitment or loan fee. No mortgage! No prepayment 
premium! 


FOR FURTHER INFORMATION 
If you’d like to have more information about the AE Finance 
Plan, and find out if you qualify for a loan, contact your AE 


representative. Or, write to Automatic Electric Sales Corpora- 
tion, Northlake, Illinois. 


YoU IN CAPITAL EXPANSION 


mmm AUTOMATIC ELECTRIC 


Subsidiary ot 


GENERAL TELEPHONE & ELECTRONICS 
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The thing to remember 

about Warren TMR’s (Tran- 
sistor Multi-Ringers) is that they 
have long been known (at least 
since the Aztecs, who some say 
were the first to put in a hurry call 
during a hurricane) to provide 
stable, continuous, on-frequency 
ringing even when commercial 
power fails. 

Here are a few more ad 

provided by Warren TMR's: 

« Battery operated —does not 
depend on commercial power. 

+ Long life — each component is 
conservatively derated for 
trouble-free operation. Designed 
for 30 year life. 

« Stability — unique zero phase 
shift oscillator circuit holds all 
ringing frequencies to a drift of 
less than 1/6 cycle, eliminating 
need for any frequency adjust- 
ment. 


« Compactness — most space-sav- 
ing design available — requires 
only 10%” vertical space on 19”, 
23”, or 30” ralay rack. 

« Power savings — requires just 
1/3 to 1/10 the power of 
other ringing generators, 

Warren offers a complete line of 

Transistor Multi-Ringers and Single 

Frequency Ringers in 25 and 50 

watt sizes, none of which look very 

much like those in the drawing. 

(We've corrected the situation 

below.) 


Please write for complete informa- 
tion. 


WARREN PRODUCTS . cicccics 
TYPE TFR — Transistor Float Rectifiers 
TYPE TPP — Transistor Power Packs 


TYPE TMR — Transistor Ringing 
Generators (25 & 50 Watt) 


TYPE TRT — Transistor Ring Talk 
Power Supplies 


TYPE TTG — Transistor Tone Generators 
TRANSISTOR TONE LINK EQUIPMENT 


WARREN 


MANUFACTURING COMPANY 
Littleton, Massachusetts 
Tel, HUnter-6-3511 * 


N 
ove Ue, 


For reprints of this series, write 
Warren Mfg. Co., Littleton, Mags. 


This is what a Warren Transistor Ringing 
Generator really looks like. 
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IKE JOSHUA’s trumpet, com- 
a munications satellites could “blow 

down the walls of ignorance and 
prejudice,” says FCC Chairman New- 
ton Minow. 

Speaking in defense of the Kennedy 
administration’s proposal for a com- 
munications satellite owned jointly by 
the public and private communications 
companies, under federal regulation, 
Minow appeared before the American 
Jewish Committee’s Washington Chap- 
ter on May 25. 

He said government ownership was 
not practical at present because of 
“bureaucracy and red tape” and in- 
sufficient time to recruit the neces- 
sary scientific and engineering talent. 

The administration’s proposal has 
been approved by the House of Repre- 
sentatives. Minow predicted it would 
be passed by the Senate “with minor 
changes” in the near future. 

The speaker cited the American 
Telephone & Telegraph Co.’s Telstar 
satellite experiment, scheduled for 
testing late in June. It will be followed 
by Project Relay and Project Syncom 
satellite tests. From the three tests, 
Minow said, “we will find which is 
best, technically.” 


Senate to Get Satellite Bill 


It is expected that the communica- 
tions satellite ownership bill will be 
reported to the Senate floor by the 
time this issue of TELEPHONY is dis- 
tributed. The Senate Interstate Com- 
merce Committee has completed its 
work on the proposal, and a report will 
be filed as soon as the time has elapsed 
for the presentation of minority views. 

At this writing, committee spokes- 
men expected the clean bill to be re- 
turned from the printer within a week, 
and 10 days must then elapse, giving 
time for dissenting opinions to be filed 
before the proposal goes to the Senate 
floor for inclusion on the calendar. 
The bill could be called up for debate 
any time by the Senate leadership. 
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IN THE 


NATION’S CAPITAL 


BY LAWRENCE J. HOGAN, WASHINGTON EDITOR 
and President, Larry Hogan Associates, 
Public Relations Firm. 


FCC Chairman Minow defends public and private ownership 
of communications satellites . . . . Satellite bill to be reported 
to Senate soon .... Pennsylvania representative proposes 
that public telephones be permitted along interstate high- 


way system. 


Se 


Lawyer Speaks on Satellite 


John W. McCormack (D., Mass.), 
Speaker of the House of Representa- 
tives, included in his extension of re- 
marks on May 31 a speech entitled 
“Communications Satellite Legislation 
and International Cooperation” which 
he called “splendid and informative.” 

Delivered by New York City Attor- 
ney George J. Feldman before the 
Federal Bar Association on May 25, the 
address is a delineation of what ob- 
stacles the communications satellite 
project faces as an instrument for na- 
tional and international use as well as 
some of the wonders it will open up 
when communications satellites be- 
come an operational reality. 

Feldman, who was formerly director 


L. J. HOGAN 


and general counsel for the House 
Select Committee on Astronautics and 
Space Exploration, said communica- 
tions satellites promise “. . . both an 
efficient extension of existing chan- 
nels of international communication, 
and also a revolutionary force in the 
world whose ultimate political, social, 
and economic consequences can be 
seen but dimly at this point.” 

These are some of the advantages 
Feldman sees on the horizon for com- 
munications satellites: 

(1) They will supplement trans- 
oceanic telephone cables at a relative- 
ly moderate cost, providing enormous 
new capacity. Based upon traffic 
growth in recent years, the satellites 
will be needed to cope with traffic 
equivalent to 50 new cables costing 
several million dollars apiece on key 
routes such as the North Atlantic. 

(2) Communications satellites will 
open new, dependable links free from 
the variations in quality—caused by 
solar disturbances—typical of radio 
telephony to many additional parts of 
the world which do not have telephone 
cable service now. 

(3) Communications satellite sys- 
tems may bring more reduction in to- 
tal long distance communications costs, 
as well as improvements in services. 

Feldman concluded by stating that 
the challenge of internationally effec- 
tive satellites “...is up to the wis- 
dom and charity of all nations in- 
volved.” 


Bill Would Extend Telephone Excise 


The House Ways and Means Com- 
mittee has reported out a bill (H.R. 
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11879) which would cut the 10 per 
cent tax on airline tickets to 5 per 
cent, but which would extend for an- 
other year other 10 per cent excise 
taxes, including the levy on local tele- 
phone service and long distance calls. 

It is anticipated, as in previous 
years, that some attempt will be made 
on both the floor of the House and 
Senate to have the section relating to 
telephone service stricken or at least 
reduced. Most observers, however, feel 
that the telephone tax will be retained 
since it forms an important source of 
revenue for the Federal Government. 
The excise taxes are due to expire on 
July 1 but unfortunately prompt ac- 
tion on the bill can be expected. 


Telephones on Highways 


Rep. Herman Toll (D., Pa.) in- 
cluded in his remarks before the House 
of Representatives on May 31 a resolu- 
tion passed by the Pennsylvania As- 
sembly which urges the U. S. Congress 
to make the necessary amendments to 
the federal highway law in order to 
permit the installation of public tele- 
phones within the rights-of-way of the 
interstate highway system. 

Mr. Toll said the Pennsylvania 
House passed the resolution during its 
1962 session and added he wanted its 
contents printed in the Congressional 
Record so his colleagues could examine 
it. 

The resolution reads as follows: 

“The federal highway law presently 
prohibits the construction or location 
of commercial establishments or facil- 
ities of any nature on the rights-of- 
way of the Interstate Highway System. 

“The purpose of this prohibition is 
highly commendable as it is intended 
to protect the traveling public from 
dangers and distractions caused by 
such establishments and also to pro- 
tect the scenic beauty of the country- 
side. 

“A minor exception to this provision 
in the federal law, however, appears 
both desirable and necessary; that ex- 
ception being authorization for the 
erection at certain intervals of public 
telephones. 

“The ready availability of public 
telephones along these highways 
would make possible the immediate re- 
porting of any accident or other emer- 
gency. Such telephones would also 
add greatly to the convenience of trav- 
elers and would not be unsightly: 
Therefore be it 

“Resolved, That the House of Repre- 
sentatives of the Commonwealth of 
Pennsylvania memorialize the Con- 
gress of the United States to make nec- 
essary amendments to the federal high- 
way law in order to permit the erection 
of public telephones within the rights- 
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REA Approves Two Loans 

The Rural Electrification Administration during the last week of May 
approved two loans totaling $541,000 as follows: 

Southern Counties Telephone Corp., Hawleyton, N. Y.: $421,000; May 
21. 

Southern Counties plans to use these funds to improve service for 
503 subscribers and furnish initial service to 279 subscribers in New 
York and Pennsylvania. 

This new borrower, a commercial corporation, was incorporated in 
May 1961 and has no existing telephone properties. It proposes to ac- 
quire through issuance of its own common stock the facilities of the 
Hawleyton Telephone Co., and to improve and expand the acquired 
facilities. 

The Hawleyton company now furnishes magneto and common battery 
service to the subscribers. 

A new combined dial office and headquarters building will replace the 
existing central office facilities at Hawleyton. 

H. Russell Cammer of 9 East 40th Street, New York 16, N. Y., is 
president of the Southern Counties Telephone Corp.; and Otto F. Eells 
of Hawleyton is the local manager. 

o 

Wyoming Telephone Co., Pinedale: $120,000; May 21. 

With the help of this loan, the company plans to furnish initial serv- 
ice for 267 subscribers in the service area. Facilities required to serve 
the new subscribers will include the installaton of mobile radiotelephone 
facilities to serve 24 new subscribers in the Pinedale exchange. 

The company also plans to use three mobile units for maintenance 
and operation of its system. In addition, the Wyoming Company pro- 
poses to acquire 714 miles of toll line in its Pinedale exchange area, 
now owned and operated by the Mountain States Telephone & Telegraph 
Co. 

REA loans to the Wyoming Company will help make possible new and 
improved service to 1,224 subscribers. Approximately 860 subscribers 
are now receiving dial service through the borrower’s two exchanges. 


of way of the interstate highway sys- 
tem; and be it further 

“Resolved, That copies of this reso- 
lution be transmitted to the presiding 
officers of each House of the Congress 
of the United States and to each senator 
and representative from Pennsylvania 
in the Congress of the United States.” 

Of course, this is a situation the U. S. 
Congress must act on at a very early 
time. The interstate highway system 
is creating hundreds of miles of scenic 
beauty, as well as providing greater 
driving safety for American motorists. 
But accidents and emergencies do oc- 
cur, and nothing can be so heartening 
to a distressed motorist on a dark and 
lonely highway as the warm glow of 
the light from a public telephone sta- 
tion. 


Brazil Drafts Expropriation Formula 


A new Brazilian expropriation de- 
cree would establish a commission that 
would report to the cabinet which com- 
panies should be expropriated by the 
state and would negotiate the terms 
and compensation to shareholders. 

Up to 10 per cent of the total value 
would be paid immediately, and the 
rest by installments out of the expropri- 
ated companies’ profits, keeping for- 


eign exchange payments to a minimum. 

At least 75 per cent of the net receipts 
will have to be invested in Brazilian 
enterprises specified by the national 
planning commission, the decree said. 


Wiretapping Hot Subject 


One of Washington’s favorite con- 
versation bones—wiretapping—contin- 
ues to be chewed in the Capital City 
with both sides equally sure they are 
right. 

“To tap or not to tap” is guaran- 
teed to spark some hot repartee, and 
friendships have been split asunder 
by opinions as unshakable as slavery 
debaters held in the 1860's. 

For instance, two committees of the 
Association of the Bar of New York 
City recently split completely over fed- 
eral wiretap legislation. 

The Committee on Federal Legisla- 
tion told the Senate Judiciary Com- 
mittee that it could find “no sound 
reason why Congress should not de- 
cide upon a national policy concern- 
ing wiretapping, and implement that 
policy by clear legislation.” 

That committee’s chairman, Edwin 
L. Gasperini, said the administration's 
proposal to authorize some wiretaps 

(Continued on page 40) 
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Who will manage tomorrow's 


industry? 


How shall they be chosen? 


How will they grow? 


FROM COLL 
TO WORK 


By FREDERICK R. KAPPEL* 


grows out of my deep concern for 

excellence in management, 
my conviction that those 
manage tomorrow’s 
need to do so superlatively well. I 
think the subject comes under the 
broad charter of these lectures be- 
cause our national progress, our suc- 
cess in dealing with international prob- 
lems, our ability to compete in world 
markets, and our success also in assist- 
ing in the development of better living 
standards in many other countries, all 
demand the best management of which 
we are capable. 


T HE GENERAL theme of this talk 


and 
who are to 
enterprise will 


Every one of us knows that this is 
a time of upheaval throughout the 
world; a time of conflict and peril; a 
time of trial and testing for our nation 
—for you and for me. And in the de- 
termination of the great issues con- 
fronting us, it seems to me a decisive 
factor will be our capacity to manage 
well under conditions of unprecedent- 
ed stress. This is not to minimize the 
need for political and diplomatic skills. 
My point is rather that with the mix- 
ing and mingling of political and eco- 
nomic affairs, both business and gov- 
ernment require management of a 
character that employs and improves 


*Mr. Kappel is chairman of the board of 
American Telephone & Telegraph Co., who 
presented this talk as a Green Foundation 
Lecture at Westminster College of Fulton, Mo., 
on April 5. 
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all the traditional skills of each. In 
short, I view the need as demanding 
every ounce of talent we can summon 
—and further, an unwavering deter- 
mination to reach right answers in the 
interest of all. 


Must Do Better Job 


Are we doing all that is needed to 
develop the men who have the drive, 
the character, and the vision to assert 
this kind of leadership? Are we doing 
all we must to draw forth and build the 
managerial excellence required? I do 
not think so. I think we must do better. 

There is this, too, to say: No genera- 
tion, no society, no country ever had 
greater opportunities to achieve, to 
accomplish, to build a better world. 
And the heart of my concern is that 
industry, all industry, and, as an im- 
portant part of that, the business I 
know best, should set a new pace in 
quality of accomplishment. 


It is hard to convey my feeling 
about this, but perhaps if I say a little 
about what is unfolding before us in 
just one field, communications, that 
will help to suggest what I am driving 
at. You will understand that I use this 
only as an example. 


Revolution in Communications 


Even now we are going through a 
revolution in communications. New 
technical arts are constantly coming 
into use, and new methods of provid- 


Frederick R. Kappel, chairman of the 
board, American Telephone & Tele- 
graph Co., at the lectern delivering his 
address at Westminster college. 
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ing new services. High-speed comput- 
ers and other machines of many kinds 
are already “talking” to each other, 
north, south, east, and west. Com- 
munication across oceans, to and from 
all countries of the world, is com- 
ing to a stage of extremely rapid de- 
velopment. In the years ahead, over 
satellite relay systems as well as ocean 
cables, there will be a new abundance 
of communicating between the people 
of different nations; between buyers 
and sellers, between old and new cul- 
tures, between men on earth and ex- 
plorers in space. 

This 
words 


abundance will comprehend 
spoken and written, pictures 
and data, drawings and diagrams, au- 
tomatic translation. Across the world 
and across our own land, in cities and 
towns and in every community, pat- 
terns of living will be profoundly in- 
fluenced. Industry will need to adopt 
new forms of organization. Modes of 
production and distribution will be al- 
tered. Teachers and learners will meet 
in new ways. 


Must Teach New Skills 


And within our own organization, as 
the technical arts we employ are trans- 
formed, so too are our ways of work- 
ing. Every new skill we develop we 
must also teach. In years past we have 
adjusted to one form of automation— 
the dial system; and in the years ahead 
we must carefully plan and carry out 
a continuing adjustment to the intro- 
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Westminster Col- 
lege students lis- 
ten intently to 
what Mr. Kappel 
has to say about 
the kind of people 
business needs as 
future managers. 


duction of high-speed computers and 
other machines. We must deal fairly 
and wisely with problems of social 
change. We must prove our purposes 
to the general public and its elected 
representatives—also to the unions of 
our employes and their representatives 
—and understand their problems if 
they are to understand ours. We must 
be constantly alert to government ac- 
tion affecting our business, and press 
for the kind of action that we believe 
is right and sound—and we must do 
this only in ways that command self- 


After the lecture, 
Mr. Kappel en- 
ters into a lively 
conversation with 
members of the 
audience and an- 
swers questions 
about specific 
points. 


respect as well as public respect. 

How shall we accomplish these 
things? Shall we get them done with 
middling effort, a decent observance 
of regular business hours, a desire to 
be reasonably well paid, and a con- 
venient flexibility in ethical stand- 
ards? 

Who could think that these would 
suffice? 

To have a part in significant enter- 
prise, to be one of its movers and 
managers—in industry or in govern- 
ment—is not to fill some niche each 
morning, and leave it each night as 
you found it. It is to help build and 
shape, to plan and to execute, to meas- 
ure alternatives against the horizon and 
act on the course that judgment and 
resolution commend. It is to know 
that you, and those who are working 
with you, are accountable for the qual- 
ity of change, and to develop every re- 
source at your disposal in order to 
discharge such responsibility as well 
as you know how. 


Should Aspire To Greatness 


I do not hesitate to say that business 
should aspire to greatness, and search 
diligently for men who will make and 
keep it great. In numbers, the men 
who are needed to achieve this can 
not be counted in dozens, or in hun- 
dreds, but in many thousands. Ability 
and dedication are needed all through 
a business, not just in the topmost 
layer. And it is here, right here, that 
I come to our greatest concern in the 
business I am in. This is to develop 
and apply better, surer methods for 
drawing in and building up the people 
who can manage the Bell System more 
effectively in the future than we are 
doing it today. 


We cannot be content to trust to 
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luck here. I think we must admit that 
in the past, to a considerable extent, 
we have been flying by the seat of 
our pants. There must be better ways 
to travel. 

I can see three avenues for improve- 
ment. 

First, how can we better identify 
today who the young people are that 
can make tomorrow what it ought to 
be? How can we better predict what a 
man is likely to do and become? 

Second, how can we improve our 
concepts and tactics of management, 
so that our ways of working will stim- 
ulate men more and hinder them less? 

Third, how can we better judge the 
developing talents of different indi- 
viduals so that all talent will be used 
to best advantage? 


Similar To Pyramid 


I might state the matter this way: 

A management organization is like 
a pyramid in which the stones are 
constantly changing. When you think 
about the future you know that the 
middle of the pyramid tomorrow will 
depend on what is in the base today, 
and the top will depend on what is in 
the middle today; and if your judg- 
ments about who should be in the 
base or in the middle right now are 
not good, then heaven help the busi- 
ness. Heaven help it too if you fill the 
base with potentially strong people 
and then run the business so that they 
do not grow up to being what the mid- 
dle and the top require. 

Now in my 38 years in industry I 
have watched a lot of people all up 
and down this management pyramid. 
And I have gained some pretty strong 
impressions. One of them is this: Most 
of the men who are doing really A- 
one jobs—at whatever level you find 
them in the business—give me the 
sense that that is how they were made. 
There is something strong and vital in 
them. Their abilities may differ in kind 
and degree, but in them all I can see 
a certain intentness and steady appli- 
cation. They want to excel and they 
are determined to work at it. 

And when I look into their back- 
grounds for one reason or another, I 
have the same sense all over again. 
Most of them were good students— 
plus something else. They had these 
other qualities before the telephone 
busness ever saw them. Of course, 
there are exceptions, I realize that. 
Some people go through great changes 
in their natures. And some of these 
men of the kind I am discussing never 
went to college. But still my thought 
about them is that if they ever had 
gone to college, they would have been 
awfully good at it. 


So now let’s look at that pyramid 
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again—particularly at the base, because 
here is where it all begins. Everything 
else depends on this. “Who do we 
hire?” is the basic question. And I 
will tell you my own answer: So far 
as I am concerned, we do our level 
best to hire the kind of people I have 
been talking about. This is what our 
tomorrow needs. 

Now I am going to give you another 
impression that has hit me pretty hard. 
But I don’t want to make this purely 
personal, because I am sure I am 
not alone in it. Since the war, we in 
the Bell System have hired as many 
as 3,000 college men in a single year. 
And in doing this we have talked and 
talked with many thousands more. 
What has been the result? 

First of all, we have hired a great 
many fine men. Second, we have also 
had some disappointing and disquiet- 
ing experiences. Third, we have been 
made very uneasy, to say the least, by 
a point of view that a great many 


young people have made only too 
clear. 


Addiction to Formula 


What am I talking about? I am 
talking about what I will call diploma- 
ship, or addiction to the formula, “from 
sheepskin to job to success.” Under 
this formula, the purpose of going to 
college is to get a degree, and the 
degree, I am sorry to say, is a passport 
to security. 

The thousands of interviews we 
have had with young men, and our 
experience with a not inconsiderable 
number whom we have hired, have 
brought home to us that among many 
of them, this misconception is deeply 
lodged. I do not know the reason for 


this. I can only ask: Are the schools 
doing all they can to create a different 
view? Is the educational process itself 
organized to motivate, to inspire, to 
build and test men’s full capacity and 
their will to make the most of them- 
selves and give of their very best? 

I am well aware that many schools 
are determined to turn out disciplined 
scholars, strong in purpose and anx- 
ious to dedicate their talents as they 
build them. Yet a massive educational 
process such as we are undertaking in 
this country runs the great risk of be- 
coming, for thousands and thousands 
of young people, more a social custom, 
or, as I have said, a passport to secu- 
rity, than a gateway to their personal 
growth. And each year, as the num- 
bers increase, and the cost mounts by 
hundreds of millions, are we not con- 
strained to ask ourselves, “Is this vast 
effort truly effective? Is the push to 
get everybody through college being 
justified by the results? Or is empha- 
sis on quantity getting in the way of 
quality?” 


Attitudes Differ 


It hardly needs saying that the atti- 
tude of diplomaship, as I have called 
it, is altogether different from the 
attitude of the men I was talking about 
a few minutes ago, the ones who are 
doing the A-one jobs, the ones who 
will build vital, progressive industry 
and a greater nation. In searching out 
such men, I am sure there is no sub- 
stitute for good judgment in the people 
who do the searching. But do we have 
anything else that can aid in the 
search? In the Bell System, we have 
thought we should study the actual 

(Continued on page 52) 
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COMPETITION: 


ollision 


r 


ohesion? 


By PAUL HENSON* 


so involved with daily detail that 

it requires conscious effort to keep 
in mind “the big picture” and take an 
occasional sighting-on the important, 
enduring guideposts by which we 
should direct our activity. This is an 
altogether understandable and hu- 
man failing because that which is pre- 
sent, apparent and demanding of our 
attention usually gets it. 

Sometimes our concentration on a 
particular little job becomes so im- 
portant for the moment, and so all- 
absorbing that we lose our perspec- 
tive and fail to relate the chore at 
hand to the bigger goals to which we 
aspire. This tendency to clutter up our 
lives and our thinking with little 
things carries over into our approach 
to some of the big, important, press- 
ing problems of the day. True it is that 
in modern society our problems seem 
to become more and more complex. 
But the fact remains that if we take 
a long look at most of these problems 
that confront us as a people—or as an 
industry—sound answers become ap- 
parent when we think in terms of 
fundamental underlying principles. 
this vein, and with this 
background, that I propose to discuss 
with you some of the competitive 
forces in our industry today and one 


A LL OF US ARE prone to become 


It is in 


*Mr. Henson is Executive Vice President of 
United Utilities, Inc., Kansas City, Mo. He de- 
livered this address at the recent convention 
of the Indiana Telephone Association 
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man’s opinion of where these compet- 
itive forces are leading us. 


Many competitive forces come im- 
mediately to mind for all of us. We 
have heard a great deal about many 
of these forces. Some suggest log- 
ical, clearly-defined courses of action. 
For some of these, the industry has 
already found tentative solutions and 
has initiated appropriate action. 

In this area of understandable com- 
petitive forces, perhaps the best ex- 
ample where our industry has respond- 
ed to a need is the competition for the 
consumer’s dollar. The larger compa- 
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nies initially recognized the need for 
aggressive selling and marketing of 
our services and proceeded to do some- 
thing about it. Many of the rest of us 
caught the idea and began to do some- 
thing about it ourselves. While I doubt 
that anyone will claim that they have 
found all the answers to competitive 
merchandising, certainly the industry 
has made a start. 

In a similar sense, the industry has 
recognized the need to be competitive 
in the field of private line services 
and has done something constructive 
by introducing a variety of new serv- 
ice offerings. While concerted opposi- 
tion is being registered to certain of 
the tariff filings, there is reason to 
believe that ultimately the industry 
will possess some new tools with which 
to meet the competition for private 
line services. 

There are a number of other com- 
petitive forces in the industry today 
which are neither so clearly defined, 
nor for which there have been any 
uniformly adequate solutions § ad- 
vanced. One such group of competi- 
tive forces best lends itself to treat- 
ment on an individual company basis. 
These forces can be identified as the 
competition for personnel, the compe- 
tition within the industry for operat- 
ing results and the corollary competi- 
tion for the investor’s attention, his 
approbation and—finally—his invest- 
ment dollar. 


Without intending to minimize any 
of these important competitive forces, 
I again choose to avoid a rigorous 
discussion of these elements of com- 
petition, except to voice the personal 
opinion that they are natural, healthy 
functions in a Free Enterprise system. 
Not only do these competitive phases 
of our business lend themselves to in- 
dividual analyses and solution, but 
they have also been discussed widely 
in recent times. Even if no clearcut 
pattern of treatment has yet emerged 
in the industry, at least the problems 
are recognized. 


There is still another category of 
competitive forces in the industry that 
is not generally recognized, nor even 
clearly defined, let alone having re- 
ceived any concerted or coordinated 
efforts of resolution on the part of the 
industry. These forces can be identi- 
fied as government competition and 
competition for acquisitions, consolida- 
tions and merger. It is not coincidental 
that I group these two competitive 
forces. Neither is it coincidental that 
these are the two forces which I in- 
tend to discuss today. 

In keeping with the introduction, I 
believe that these two phases of com- 
petition could have the greatest impact 
of any of the competitive forces men- 
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TALK AND LISTEN-WITH 
BOTH 
HANDS 
ON THE 
WHEEL! 


+ Boom-Mounted Microphone, fastened 
to side roof rail, swings up and out of 
way when not in use. 


Control Unit is compact, ultra-reliable. 
Has built-in speaker, RING and TALK 
switch, CALL and TALK lamps. 


Push-to-Talk Switch is easy to 
operate. Works like headlamp dimmer 
switch. Push to talk . . . release to listen. 


Now ... lease more mobile telephones with 
new ‘‘HANDS-FREE” DELCO-PHONE 


Win more customers for MTS with the new ‘'HANDS-FREE"’ 
DELCO-PHONE. 


The new “HANDS-FREE’’ DELCO-PHONE makes tele- 
phoning from any car, truck, bus or boat safe and easy. New 
swing-away boom microphone, foot-operated talk switch, 
and speaker built into the control unit let the driver talk and 
listen—with both hands on the wheel. 


Many other features, including 4-channel selection capability 
and attractive, space-saving design make ‘‘HANDS-FREE” 
the ‘‘most wanted’’ mobile telephone. For more information, 
write ‘‘DELCO-PHONE,"’ Delco Radio Division, Kokomo, 
Indiana, or call GLadstone 2-8211 (area code 317). 


DELCO-PHONE 1 ANDS-F: REE ; MOBILE TELEPHONE 


Delco Radio Division of General Motors e Kokomo, Indiana 
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tioned on the future of the telephone 
industry. Yet we have heard little pub- 
lic discussion of government competi- 
tion or acquisition competition. I pre- 
sume that we refrain from talking 
about government competition because 
of political ramifications. Any discus- 
sion of present-day acquisition compe- 
tition is bound to step on some toes. 
Hence, the obvous way to avoid rancor 
is to avoid the subject. Perhaps we 
have taken the easy way too long. 

First, let’s review the present form 
and extent of government competition. 
We are all aware of the classic exam- 
ples of perpetuation of government 
ownership and operation. We are also 
vaguely aware of the numbers in- 
volved. Recent testimony before a Sen- 
ate Small Business Subcommittee elic- 
ited the fact that the federal govern- 
ment owned and operated 17,507 busi- 
nesses, including no less than 150 ice 
cream plants! The Department of De- 
fense alone was actively engaged in 
businesses covering 47 categories and 
running the gamut from coffee roast- 
ing to manufacturing surgical and den- 
tal equipment. We are also aware that 
these businesses incur losses for the 
tax payers running to the billions of 
dollars each year in spite of the fact 
that most are tax free, rent free and 
dividend free. 


Directly related to our business pur- 


suits are the numerous military bases 
where the communications facilities are 
government owned and operated. In 
spite of the inefficient and allegedly 
inadequate service that is being ren- 


dered at many such bases, thus far, 
the government-ownership interests 
have prevented the passage of legisla- 
tion that would enable operation by 
privately-owned telephone companies. 

An indication of recent trends can 
be found in the ownership patterns of 
communications facilities required at 
missile launching sites. At the outset 
of the Nike and Atlas missile installa- 
tions, the industry was called upon to 
provide the required control and ad- 
ministrative communications facilities, 
in keeping with policies of procure- 
ment for the SAGE program. This 
philosophy prevailed for practically 
all of the Nike installations and most 
of the Atlas installations. However, be- 
fore the Titan missile installations had 
progressed very far, bureaucrats and 
military empire-builders had _ con- 
vinced themselves that, by ignoring 
taxes and cost of money, it was cheaper 
for the government to own such facili- 
ties. Hence, the majority of the com- 
munications facilities at Titan installa- 
tions are now government-owned. 


By the time the industry finally 
made itself heard, the same devoted 
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group threw in the “military necessity” 
plea on communications facilities re- 
quired for the Minuteman missile .. . 
this is a plea that is difficult for com- 
munications people like us to under- 
stand, let alone argue. No matter what 
our status may be, or how high our 
security clearances, we, as “outsiders,” 
are effectively precluded from dis- 
agreement with the nebulous reasons 
advanced for “military necessity.” 

The furor that is being raised about 
the ownership of space satellite com- 
munications is another case in point. 
The government-ownership interests 
are conducting an intensive campaign 
that may be successful by default. 
Some observers believe that unless 
enabling legislation is obtained during 
this session of Congress, the system 
will be government owned. Others be- 
lieve that, even if permissive legisla- 
tion is obtained in this session, the con- 
trol and regulation by the federal 
government will stifle incentive. 

If Cellar, Gore, Kefauver, Morse and 
other such devotees of a “TVA in 
Space” can continue their accusations 
and witch-hunting a little longer, they 
may be successful. Unfortunately, their 
success will further the efforts of our 
non-elected “Invisible Government”, 
comprised of those who are dedicated 
to the eventual elimination of the Free 
Enterprise system through the gradual 
enactment of socialistic legislation. 

Grandiose plans are also being laid 
in Washington for the development of 
private-line switching networks for a 
host of special purposes. Such networks 
as Switched Circuit Automatic Net- 
work (SCAN), Federal Telecommuni- 
cations System (FTS) and Defense 
Communications System (DCS) are to 
be leased at the outset. However, to 
believe that such networks will be 
leased forever is to ignore present 
trends and present governmental poli- 
cies. Once set up, such networks will 
be covetously sought by the master 
planners of our economy and, conse- 
quently, of our lives. 


The foregoing are typical examples 
of direct competition from the federal 
government. There are similar forms 
of direct competition by state and local 
governments. The extensive radio net- 
works used for police, fire and safety 
services are illustrative. The advent of 
educational television is now providing 
the impetus for another round of gov- 
ernmental competition with the indus- 
try. 

Aside from the growing specter of 
direct competition, there is the equally 
insidious and equally rapid growth of 
indirect competition. The form and 
extent of indirect competition is not 
unique to our industry, but instead 
encompasses the entire business com- 


munity. With corporate and private 
tax rates at the prevailing level, you 
are most assuredly in competition with 
government. 

Whenever a third party, visible or 
invisible, sits at the bargaining table, 
you are in competition with govern- 
ment. Whenever anti-trust laws are 
used for political purposes, you are in 
competition with government. When- 
ever commodity or service prices are 
set by political coercion and threat of 
reprisal, you are in competition with 
government ...a one-sided kind of 
competition for which there are but a 
few countermeasures and all of these 
difficult of execution. In a Free Enter- 
prise system, individuals can compete 
with individuals, and companies can 
compete with companies, but a few 
individuals or a few companies “can’t 
fight City Hall’’—at least, not success- 
fuly, and not for long. The steel indus- 
try was forceably reminded of this fact 
last month. 


Consequently, it behooves us in the 
Independent telephone industry to 
avoid giving government any reason 
to intervene further in our business, 
because government intervention is 
only an extension of government com- 
petition, against which there is no 
easy recourse. 

I submit, however, that we are ex- 
tending an open invitation for such 
governmental intervention, so long as 
we continue to ignore the consequences 
of still another kind of competition, 
the acquisition competition, the second 
competitive force I would like to dis- 
cuss. It would be unfortunate, indeed, 
if the entire industry were to be sub- 
jected to further regulation and control 
because of the questionable activities 
of a few, and, yet, that is a very real 
possibility today. 

What is the cause of all the compe- 
tition in acquisitions, mergers and con- 
solidations these days? Why are in- 
flated prices being paid for mediocre, 
even blighted, properties? Why are 
new holding companies springing up 
overnight? 

There are, of course, the tried and 
true answers. Such factors as_ tech- 
nological advances, personnel require- 
ments, financing modernization and 
construction costs, and the creation of 
job and investment security have been 
advanced as the compelling reasons 
for integration among telephone com- 
panies. In my opinion, however, none 
of these noble purposes is the real 
reason for the intense competition in 
acquisitions today. 

Rather, there are a number of con- 
tributory reasons, among them being 
the effect of unrelated pieces of prior 
legislation which, cumulatively, have 
produced an entirely new problem 
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within our industry. Let me outline 
briefly the chronology of such legisla- 
tion and the subsequent results. 


First of all, the graduated income 
tax, as well as inheritance taxes, (both 
the result of legislation) prevented a 
family-owned, Independent telephone 
company from generating, or accumu- 
lating, sufficient capital to hold an 
equity position in periods of expan- 
sion and modernization. 

Consequently, additional legislation 
was passed in the form of the govern- 
ment’s REA lending program to permit 
small companies to expand and mod- 
ernize on a minimum of equity capital. 
This, in turn, has led to practices 
which are not in keeping with the 
original good intentions of the REA 
program. 

Taking the lead from the govern- 
ment, certain suppliers and credit in- 
stitutions decided that the telephone 
business was a panacea, and they, too, 
lowered equity requirements. The 
speculative interests were then pre- 
sented with a golden opportunity to 
organize companies which could, and 
do, trade on extremely thin equities, 
carry the low-interest debt at the ex- 
pense of the tax payers, and make 
inordinate profits through the sale of 
stock of dubious quality to unsophis- 
ticated investors. 


The American public gave the new- 
ly-formed, speculative companies the 
boost they had to have. With inflation 
continuing, seemingly forever, the pub- 
lic decided that the best hedge against 
such inflation was investment in com- 
mon stocks, any common stocks. With 
the help of some over-zealous invest- 
ment bankers, a supply of stock in 
the speculative telephone companies 
has been readily available. But it has 
been controlled so well that market 
multiples of 50 to 100 times earnings 
are commonplace during a_ period 
when the price of stocks of established, 
reputable telephone companies is ap- 
proximately 20 times current earnings. 


There’s nothing iilegal about this. It 
can even be described as aggressive 
competition in a Free Enterprise sys- 
tem. And since I am such a staunch 
advocate of Free Enterprise, why do 
I object so strongly to the high prices 
paid for telephone property with high- 
priced stock? Is it because the compe- 
tition is getting to be too tough for 
the company I represent? Is this a 
“sour grapes” lament? 

No, it is not. Let me assure you 
that my company is not interested in 
growing bigger solely for the sake of 
bigness itself, nor is any reputable 
telephone system that likewise depends 
exclusively upon sound, orthodox fi- 
nancing and efficient operation for its 
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Recent Quotations of Telephone Stocks 


Anglo-Canadian Tel. Co. .......... 
British Columbia Tel. Co. ........ 
California Interstate Tel. Co. ...... 
California Pacific Utilities Co. 
California Water & Tel. Co. 
Carolina Tel. & Tel. Co. .......... 
CS ee I is cic Reads ob assess 
Chenango & Unadilla Tel. Corp. ... 
Cincinnati & Subn. Bell Tel. Co. ... 
Citizens Utility Co. “A” 

Citizens Utility Co. “B” 
Commonwealth Tel. Co. 

Florida Tel. Corp. Class A 

General Tel. Corp. Common 
event Ts aos os icine ce bee 
Independent Tel. Corp. ........... 
Denies ES Oe vce c cceheieciee 
Inter-County Tel. & Tel. Co. ...... 
Inter-Mountain Tel. Co. 
Jamestown Tel. Corp. 

Lincoln Tel. & Tel. Co. ........... 
Lorain Tel. Corp. 

Middle States Tel. Co. of Illinois ... 
North Carolina Tel. Co. .......... 
Northern Ohio Tel. Co. ............ 
Peewee Del. Oe. co ices gswcesee 
Pioneer Tel. 

Rochester Tel. Co. 

Southeastern Tel. Co. 

Southern New England Tel. Co. ... 
Southwestern States Tel. Co. ...... 


BID 


6/1/62 
ASKED 
48 — 50% 
444%4— 47 
221% 
20 
20 
50 53 
28 
— 31 
—102 
— 24 
— 23 
— 27% 
— 17 
Last Sale 
1714— 18% 
8 
41 — 44 
33 — 36 
18 — 20 
85 Bid 
81 Bid 
39 Bid 
30 — 33 
14— 1% 
47 — 51 
27 Bid 
35 Bd 
29% 
22 — 26 
46144— 48 
24 — 28 


4/30/62 
BID ASKED 
58 — 60 


5014— 52 
2414,— 2514 
26144— 28 
21 — 22% 
53 — 55 
33144— 35 
nu =8 

107 —110 
26144— 28 
25144— 27 
291%4— 311% 
1914— 20% 


2334 Last Sale 


201%4— 21% 


Current Indicated 


Dividend Rate 
$1.20 


220 
80 
90 
12 
1.60 
88 4Stk. 
1.35 
4.50 
Stock Div. 
68 
1.00 
52 
16 
58 


91% Last Sale — 


41%4— 44 
39 — 41 
20144— 21% 
95 Bid 

81 Bid 

42 Bid 
3514— 3714 
1%— 2% 
56 — 58 

28 Bid 

36 Bid 


32% Last Sale 


27u%4— 29 
50%— 52 


1.60 
80+4Stk. 
80 

6.00 

3.00 

1.40 

1.00 

1.60 + Stk. 
88 

1.00+ Stk. 

1.10 

1.00+Stk. 

2.20 

1.28 


Tel. Service Co. of Ohio, Class A .. 23 
Telephones Inc. 

Tidewater Tel. Co. ............+-- 
United Utilities, Inc. 24 
Western Carolina Tel. Co. ......... il 
*West Coast Tel. Co. ............. 
Western Light & Tel. Co., Inc. .... 24 


*After 2 for 1 split 


financial reward. My concern, instead, 
is for the future of the entire telephone 
industry, and for the image it presents 
to the American public. 

Let me recall to your minds the tur- 
moil in the electrical and natural gas 
industries in the late 1920’s and early 
1930’s. That seemed a propitious time 
for small electrical and gas systems to 
integrate in the public interest, but the 
opportunists intervened, turning an 
orderly, sensible move in that direction 
into a chaotic scandal. 

The language used by Forbes maga- 
zine in a recent article on the abuses 
of utility holding companies in the 
30’s presents a vivid summation of their 
activities. 

“Often jerrybuilt without regard 
to geographic reason, some holding 
companies squeezed operating sub- 
sidiaries for ‘suitable’ returns on in- 
flated capitalizations without regard 
to earnings. Others wrung exorbi- 
tant ‘management’ fees from oper- 


— 26 27 — 29 
1014%4— 12 
28 Bid 

— 26 
— 13 
— 22 
— 27 31 — 
Western Utility Corp. ............ 1034— 11% 
Winter Park Tel. Co. ..........00% 30 Bid 


31 — 32% 
.36+ Stk. 
14%4,— 15% vais 
28 Bid 1.40 
3034— 31% 96 
11%4— 13 40 
414— 43 712 
321% 1.20 
12%4— 14 40 
30 Bid 76 


ating divisions. Still others flagrantly 
dodged state regulations, even held 
back federal income tax payments 


collected from _ subsidiaries. 

few did all these things.” 

During this scramble, utilities sys- 
tems were organized, not to effect 
operating economies, but rather to reap 
the promoter’s profit, and to bring 
additional companies within the sphere 
of irresponsible investment bankers. 
By means of holding companies, a little 
went a long way. 


Not a 


When the situation got completely 
out of hand, the federal government 
stepped in with the enactment of the 
Holding Company Act of 1935 which 

. so far ... has applied only to gas 
and electric companies. Telephone 
companies ...so far...have not 
been subjected to the extent of gov- 
ernment regulation and control that 
has been applied to these other utilities. 

(Continued on page 58) 
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TROUBLE CLEARING 


THE TROUBLE WAS NOT FOUND 


By L. N. Martin 


LL SERVICE businesses have 
A their trouble problems. Sometimes 

a telephone man can get a clearer 
idea of his own problems by consider- 
ing the problems of other services. 
This is especially true when the situa- 
tion is reversed and the telephone 
man is the customer. 

A few weeks ago we discovered that 
the front floor mat of our car was wet 
with anti-freeze solution. A brief in- 
spection showed it was dripping from 
the heater. We drove to our favorite 
garage. The miechanic said, “The core 
of your heater is leaking. I will remove 
the heater so you can be on your way 
and I will call you when it is ready to 
be reinstalled.” The heater was large 
and complicated. There were many 
pipes, tubes, and wires to be discon- 
nected and several parts of the car 
had to be removed before the heater 
could be freed. We were tied up about 
two hours. 

A few days later the garage man 
called. After we drove to the garage, 
he said, “Your core is OK. It does not 
leak. However, there are two short 
rubber tubes which connect the heater 
thermostat with the rest of the heater. 
The rubber is good but one hose clamp 
was loose. I think it was leaking 
there.” 

“Did you actually see it leaking?,” 
we asked. 

“No, but there was some discolora- 
tion. I feel quite sure that was your 
trouble.” 

This report sounded familiar to an 
old telephone man. How often have 
we heard a telephone repair man say: 
“T could not find any trouble but the 
did not look very good 
and I replaced it.” 


Test It Again 


The garage man sensed our skep- 
ticism and said he would test it again. 
He put the heater under 15 pounds air 
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PART 86. The preceding article 
in this series appeared in the 
Apr. 28 issue. 


pressure and immersed it in a tank 
of water. Not a single bubble arose. We 
had to accept the evidence and he re- 
installed the heater. (Another 
hours.) 

The next morning there was no 
leak. That day we made a few short 
drives around town—no leaks. The 
third day we drove 30 miles to an- 
other town. When we stepped out of 
the car we noticed that the floor mat 
was wet with anti-freeze! In telephone 
language we had “a case of repeated 
trouble”’. 

Next day we returned to the garage. 
It was not leaking. We said: “It cer- 
tainly leaked yesterday. The engine 
was hot then. It is cold now. Perhaps 
temperature has something to do with 
it. Let’s warm up the motor.” He ran 
the motor for about half an hour. The 
heater began to drip. The trouble was 
a defective thermostat which leaked 
only when the thermostat was in its 
operating position. We were reminded 
of many cases of telephone trouble 
which come and go with a change in 
temperature, a change in humidity, 
or a change in usage, etc. 


two 


Telephone Business 


Now let’s return to the telephone 
business. Those companies which clas- 
sify their troubles usually first divide 
them into two big piles: “Found Trou- 
ble” and “Not Found Trouble”. Each 
pile is then subdivided by codes. We 
do not have any recent records which 
show the comparative sizes of the two 
piles, but in looking over some old 
records of 11 exchanges we find that 


for one year of the ccmbined group 
the “Not Found Trouble” was 39.5 per 
cent of the total subscriber reports. 
At some of the individual exchanges 
the “Not Found Trouble” went as high 
as 52 per cent of the reports in some 
months. The reader may find it inter- 
esting to look up this data at his 
own exchange or exchanges during the 
past 12 months. 

In addition to the cases that were 
definitely classed as “Not Found” there 
were undoubtedly many other cases 
that were classified as found because 
the repairman had reported he had 
repaired or replaced something that 
might have been the cause of the 
trouble. In many of these cases the 
trouble came back and sometimes it 
came back again and again. 

This is serious. A case of trouble that 
is not found is just as important to 
the subscriber as one that is found, 
and often causes more annoyance. A 
case that is definitely found and prop- 
erly repaired will rarely return. The 
case is closed and the subscriber is 
satisfied. A case that is not found, even 
though something is repaired that 
could have caused the trouble, more 
often than not comes back as “Re- 
peated Trouble”. What can be done 
about it? 


Several Classes 


Trouble that is not found may be 
divided into several classes. In 
class we would put cases 
the trouble was actually verified by 
the testman. The line tested short, 
grounded, or open, or while talking to 
the subscriber the testman heard noise 
or cutout or he noticed poor transmis- 
sion. Here we start with a known fact. 
The telephone is (or was) in trouble. 
This should help the repairman as he 
can start on the case with the assur- 
ance that there is real trouble for 
him to find. Yet many of these cases 


one 
in which 
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NO 
IT ISN'T 


4a 
SUBMARINE... 


It’s a Reliable Splice Case 
for use with Lead, Alpeth, PIC, Aluminum and Stalpeth sheathed cables 


This line of 48 Splice Cases and Splice Case Terminals is available in straight-thru or multiple styles, 
11 pair to 32 pair combinations, for aerial and cable vault installations. The four basic Splice Case 
sizes are determined by the outside diameter of your cable: 

A size for cable .3” to 1.0” O.D. C size for cable 1.6” to 2.2” O.D. 

B size for cable 1.0” to 1.6” O.D. D size for cable 2.2” to 2.9” O.D. 


Variable Count Splice Case Terminals are available in A, B and D sizes, 6 and 12 pair combinations. 


Send for Reliable’s handy Splice Case Guide . . 
a valuable tool in selecting the correct 
Splice Case size and accessories. 


CTRIC COMPANY Franklin Park, lilinois 


ymbol of Integrity Since 
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“come clear” before the repairman ar- 
rives on the job. What could have 
caused the trouble? Will it return? 

There are many reasons why trou- 
ble, even opens, can come clear. Tem- 
porary opens may be caused by tele- 
phone men who are working in ter- 
minals, cross boxes, or in the central 
office. Also cable splicers may have a 
line open for a few minutes. It is worth 
while to take the time to find out what 
each man was doing at the time the 
line tested open. If a man was working 
jn the same count as the line in 
question at about the time the line 
was open, it is reasonable to assume 
that he caused the trouble. If he 
actually had that line open we can be 
sure beyond a reasonable doubt that 
he caused the trouble and the report 
can be closed with confidence that the 
case will not return. 

The object in this case is not to 
blame the workman. In fact, in ex- 
change work, it is probably impractic- 
able to notify the subscriber when we 
open his line for a few minutes. (Toll 
lines and Special Service lines should 
receive special treatment). 


Inspect for Repairs 


Non-telephone workmen may ac- 
cidentally open a drop wire or an in- 


side wire. In many cases they attempt 
to repair the damage themselves with- 
out reporting it. In the case of an open 
which clears iiself the drop wire and 


inside wire should be inspected for 
such repairs. Otherwise such unskilled 
repairs may cause repeated 

When open wire is used for rural 
distribution, a farmer often will patch 
up any broken wire that he sees to 
restore service to himself or a neigh- 
bor. He often uses a piece of rusty 
bailing wire for this purpose. If a farm 
line tests open and then comes clear, 
we suggest that the line be inspected 


as soon as possible to locate any such 
repair jobs. 


trouble. 


The foregoing will definitely dispose 
of many of these cases but there are 
some cases that are not so simple or 
obvious. A wire under a binding post 
that is not turned down tight, or if the 
wire is corroded, or a poorly soldered 
connection may cause an open that 
“comes and goes”. A slight jar or a 
change in temperature may cause the 
change from open to closed or closed 
to open. Then there is the poor connec- 
tion that is closed by sparks from the 
ringing current but sooner or later 
goes open again. Some poor connec- 
tions will cause a scraping noise which 
clears itself for a time. We have seen 
cases where shouting into the trans- 
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mitter would clear the line for a time. 


Found in Protectors 


Grounds that come clear are often 
found in protectors. The carbons have 
been “smoked” by lightning and the 
line is grounded. A slight jar may 
dislodge the particles of carbon and 
the line comes clear. Such a case is 
very likely to return. 


Shorts and crosses on open wire are 
caused by wind and whipping of small 
tree branches. When the wind ceases 
the tension may pull out such 
crosses. We suggest that the lead be 
inspected for slack and tree inter- 
ference. 


There are so many possible reasons 
for opens, shorts, crosses, and grounds 
that come clear that we can hardly 
attempt to list all of them. The point 
is to search out the reason for each 
case and definitely clear the trouble. 


Another class of trouble reports that 
often find their way into the “Not 
Found” pile are cases where the trou- 
ble is not verified by test. If the trou- 
ble reported does not exist when the 
repairman goes on the job and he can- 
not reproduce the trouble or find the 
cause by inspection, all he has to work 
on is the subscriber’s story. The repair- 
man must never appear to doubt the 
story told by the subscriber. It may 
require much skill and experience to 
draw out the story and translate it 
into telephone language. Some of the 
points to be determined are: How 
often does the trouble occur? What 
time of day? Kind of weather at the 
time? Does it happen when you call 
people or when they call you? Do you 
remember what numbers you were 
connected with when any of these 
cases occured? etc. 


Complete Story 


The outside repairman may not be 
familiar with central office trouble 
problems. If he can bring a complete 
story to the central office foreman or 
chief switchman, the latter may be 
able to solve the problem. In some 
obscure cases a supervisor who is fam- 
iliar with inside and outside plant 
and also traffic problems should visit 
the subscriber. The more difficult 
and obscure the case, the more time 
and money the company can afford to 
spend on it. An open drop wire can be 
repaired or replaced by any lineman 
and the case is permanently cleared. 
The cases which are hard to find and 
which if not found lead to repeated 
trouble and a dissatisfied subscriber, 
justify spending more time and money 
and the use of the best brains avail- 
able. 


How should these cases be handled 
in the trouble routine? How should the 
case be classified? Use could be made 
of the legal expression: “Beyond a 
reasonable doubt’. If, beyond any 
reasonable doubt, the condition found 
caused the trouble, it should be count- 
ed as “Found Trouble” and charged to 
the type of plant involved. 


Let the trouble record on the sub- 
scriber line card “tell the truth, the 
whole truth, and nothing but the 
truth”. There is no need to be stingy 
with the trouble space on the line 
cards. Most of the cards will show less 
than one case of trouble in two years. 
When a case like the ones we have 
described comes up, the company can 
well afford to be liberal with the space 
on the card. A sample entry could be: 
Report: “Can’t get dial tone and phone 
sounds dead at times.” Subscriber says 
it happened twice today and three 
times yesterday. No cause for the trou- 
ble could be found on inspection or 
test. Cable pair suspected because 
of a history of similar trouble in that 
count. Changed from pair 282 to 287. 
Coded FOK (found OK) Return card 
to testman for further study. 


Trouble Not Returned 


If the trouble has not returned by 
the end of the day and no probable 
cause for the trouble has been found, 
is it better to carry the case over or 
to close it to FOK? Much depends on 
the type of trouble routine in use 
and whether or not other departments 
are involved. If the case is carried 
over, a case of “Carried over trouble” 
is scored against the plant and the case 
may after all be closed to FOK. On the 
other hand, if the case is closed to FOK 
at the end of the day it may result in a 
case of “Repeated Trouble” tomorrow, 


The plan that the writer likes to 
follow (when permitted by the rou- 
tine) is to close the case at the end of 
the day, then start an _ extensive 
study of the case tomorrow morning. 


We believe that the company should 
take the subscriber into its confidence. 
In no case should the subscriber be 
told: “Your telephone is OK now” 
when the repairman well knows that 
he has not found the trouble and it is 
very likely to come back. If told 
the truth, the subscriber will usually 
understand and appreciate the com- 
pany’s position and he may be very 
helpful. The following statement could 
be used: “We have made a thorough 
inspection of your telephone and line 
and have found no condition that 
would cause the trouble which you re- 
ported. However, we do not doubt your 
report. It may have been due to some- 

(Continued on page 45) 
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MIND YOUR OWN BUSINESS 


ONE SECRET OF GETTING A BIG 
JOB DONE. In a now-classic experi- 
ment conducted by the Psychology De- 
partment of Columbia University, a 
group of volunteers had one-pound 
weights suspended from their index 
fingers. They were instructed to crook 
the finger—thus lifting the weight— 
for as long as they possibly could. Only 
when they were certain that they could 
no longer budge the weight were they 
to signal the psychologist in charge. 

Some of the volunteers were able to 
lift the weight 100 times or more. But 
sooner or later, each one reached his 
own individual point of total exhaus- 
tion. His finger felt paralyzed; the 
weight seemed a ton. 

None of the subjects could see any of 
the others and as each succumbed in 
turn, the psychologist hurried over to 
him and whispered something in his 
ear. 

In every single case—without ex- 
ception—the volunteer was able to lift 
the weight many more times after 
listening to what the psychologist had 
to say. Some were able to lift it more 
than 20 times past the point they were 
initially convinced represented com- 
plete exhaustion. Several subjects bet- 
tered their original performances by 
almost 30 per cent. 

What magic phrase did the psy- 
chologist employ? 

Simple. 

What he whispered was this: “From 
this point on, I will give you a dollar 
for every time you lift the weight.” 

A dollar bill for just crooking the 
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Here’s a personal file of stimulating ideas; 
little known facts and problem solvers 


By TED POLLOCK 


index finger! Suddenly, fingers came 
to life. The weights moved swiftly, 
firmly. 

Why? Because nothing is better 
geared to extract that last ounce of 
effort out of a human being than a 
reward. 

What does this mean to you? 

Just this—if, as you check on your 
progress through a big job, you re- 
ward yourself as each sub-goal is at- 
tained, you will lay the psychological 
groundwork for additional achieve- 
ment. It is precisely when we think 
that our last effort has taken every- 
thing out of us—imagination, perse- 
verance, energy—that we desperately 
need a “shot in the arm.” 

Rewards—and the prospect of them 
—provide just this. They excite us. 
They give us immediate pleasure. They 
provide tangible proof that we’re get- 
ting somewhere. And they help make 
a game out of what is essentially a 
serious business. 

So an integral part of attacking any 
big job is to set—in advance—“reward 
points,” those places along the road to 
completion of the task where you will 
consciously pause and treat yourself to 
something because you’ve earned it. 

Since only you know what counts 
for you, set your own reward goals. 
pay off without fail—and get that big 
job done! 

(What applies to you, of course, ap- 
plies equally to those who may work 
under you. Try rewarding them from 


time to time and watch their perform- 
ances improve.) 


HOW TO FIGURE INTEREST RATES. 
If you’re thinking of buying some big- 
ticket item on the installment plan, 
you ought to figure out the interest 
you will be paying as well as the ac- 
tual dollar costs. Here’s a formula that 
will tell you the true interest rate on 
any installment loan. Use it to shop 
around and compare costs. 


2nf 
~~ b (ip+ 1) 
a = the annual interest rate. 

n = the number of payment peri- 
ods per year (12 monthly or 52 week- 
ly). 

f —- the finance cost in dollars. 

b =— the amount borrowed. 

p =— the number of installment pay- 
ments to be made. 

In the case of a TV set on which you 
will pay $22 a month for 12 months, 
for example, n would be 12, f would be 
$24, b would be $240 and p would be 
12. Put these figures through the 
formula and you will find that a, or 
the true interest rate, is a shade over 
18 per cent! 


SOME ABC’S OF CONTRACT LAW. 
Whether you realize it or not, you sign 
dozens, if not hundreds, of contracts 
in the course of your life. And, like 
most people, you probably do it with- 
out knowing exactly what a contract 
is or what it involves. Some funda- 
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mentals: 

What is a contract? An agreement 
between two or more parties, in which 
one promises to do or refrain from 
doing something, in consideration for 
which the other party (or parties) 
promises to do or refrain from doing 
something. A contract must be mutual 
—there must be something yielded on 
each side. 

What are some examples of con- 
tracts? Insurance policies, promissory 
notes, most purchases, repair work, 
deeds, leases, subscriptions, member- 
ship in organizations, trust agreements, 
to name a few. 

Must a contract be in writing? Not 
necessarily. Some contracts are im- 
plied—for example, when one person 
lends money to another, the return of 
the money is implied, though not 
specifically promised. 

Are there any contracts that must 
be in writing? Yes, particularly those 
affecting land or involving a substan- 
tial amount of money. 

Must a contract be in a technical 
form to be legal? No. An exchange of 
letters or telegrams is just as binding 
as a single document, if it contains 
mutual promises and a definite agree- 
ment. A contract written on the wall 
of a barn has been upheld in court! 

Can a contract be canceled? Only by 
mutual consent of the parties involved. 
Many people erroneously believe that 
a contract for the purchase of goods, 
for the employment of individuals or 
for the renting of houses can be can- 
celed at will. But this is not so, unless 
the contract itself provides for such 
cancellation. 

What precautions should be taken 
before entering into a contract? Be 
sure that it is entirely clear and un- 
derstandable. A contract should con- 
tain all the details which are intended 
to govern the transaction. Nothing 
should be left to inference or to subse- 
quent agreement. If there is any doubt 
about any of the terms or about the 
advisability of binding oneself in cer- 
tain respects, consult an attorney or a 
businessman experienced along the 
lines of the contract. 


ARE YOU PREJUDICED? Wilson nev- 
er had a good idea in his life; why 
should you listen to him now? Your 
secretary can’t possibly contribute any- 
thing of value to the speech you’re 
scheduled to give; she’s not a college 
graduate. 

Nothing you can name _ prevents 
more people from thinking clearly and 
into the heart of a problem than 
prejudice, the tendency to approve or 
disapprove of certain people, things or 
ideas for irrational reasons. 

Are you guilty of prejudice in one 
form or another? Here is a little word- 
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WANT TO BE MORE EFFICIENT? 
ORGANIZE YOUR EFFORTS! 


Confronted by a new—or big—job, most of us dissipate our energies 
by trying to do a little of everything simultaneously. The net result 


is usually—confusion. 


The secret of real accomplishment, however, is to know precisely 
what you want and what steps you are going to take to get it. In short, 


your efforts must be organized. 
How? Like this: 


Define your problem. Exactly what has to be done? 

Assemble all the factors. These include people, dates, work already 
done, correspondence, tentative plans. 

Break up the larger factors into their smaller parts. A king-size 
ingredient that defies analysis can be whittled down to pint-size, man- 


ageable elements. 


Grade the factors according to importance. Getting a particular let- 
ter out is insignificant compared to finding ways and means of making 
your office run more smoothly. First things first—always. 

Adopt a schedule. By assigning yourself specific tasks to be accom- 
plished in a predetermined period of time, you keep yourself on your 


toes. 


Follow your plan. If it proves unsuitable, you can change it. But 
as long as it remains your plan, stick with it. 


association game that will tell you 
something about your “prejudice quo- 
tient.” Study each of the following 
words. Next to each, jot down any- 
thing they suggest to you. Write as 
few—or as many—associations as occur 
to you about each word. There is only 
one requirement—that you be candid 
with yourself. 


College Professor 
Politican 


The South 


Unions 
Africans 


Laborer 


If you are like most of us, you prob- 
ably had little difficulty in filling the 
blank spaces. 

Ideally, though, you shouldn’t have 
written down a single word! If you 
are truly unprejudiced, no idea, con- 
cept, word or label ought—by itself— 
to trigger a response in you. 

“Okay,” you say. “I’m prejudiced. 
But how can I prevent my biases from 
interfering with my judgment?” 

You can do two things: 

1) Recognize your prejudices. 

2) Consciously reject them when- 
ever they stand between you and the 
assessment of a problem, idea or in- 
dividual. 

Watch These “Tremendous Trifles”. 
Each of us is a collection of many 
habits, attitudes and characteristics. 
But all successful men have certain 
traits in common. Here are five that 
merit cultivation—or refinement—if 


they are not already part of your “per- 
sonality profile.” 

Be punctual. The first law of good 
public relations is, “Respect the other 
fellow’s time.” Modern business has no 
place for the man who fails to keep 
appointments, is slow in completing 


his work, keeps others waiting. 
Keep your word. Too often, we make 


promises that we can’t possibly make 
good. “Be slow to give your word; be 
quick to keep it.” 

Be brief. Longwindedness makes 
anyone unwelcome. The long, rambling 
letter is shoved aside to be “read later” 
and is soon lost in the shuffle. The 
“visitor” who perches on the desk of a 
busy man and tells tedious stories soon 
earns inclusion on the blacklist. 

Anticipate chores. Some people mud- 
dle their way through each day, week, 
month, attending to one emergency 
after another; others always seem to 
be in control of things. Their secret? 
They look ahead, anticipate what has 
to be done, create—and stick to a 
schedule. 

Do it now. One of the oldest pieces 
of advice in the world—and one of the 
best. Dispose of each little chore as it 
comes along and it will never have a 
chance to turn into a big one. 
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privacy 


amid babble and hubbub 


There’s nothing more disconcerting to the 
paystation patron than the din that drowns 
out reception. Or the roaring surf of crowd 
sounds that force the phone caller to shout 
to make himself heard. 

No wonder phone users pass up open pay- 
stations in favor of fully enclosed booths. Why, 
indeed, they choose Sherron steel phone 
booths, wherever they are available. 
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For one thing, they know they'll have complete 
privacy. What’s more, they know the acoustic 
efficiency of Sherron booths is such as to 
shut out or minimize outside noises. And, of 
course, they know the Sherron booths to be 
commodious .. . and comfortable. 


You can’t beat this combination 
in stimulating paystation revenue. 


There's a Sherron booth for every location and budget in “gold,” stainless steel or cold rolled steel. 


SHERRON METALLIC CORP., 1201 FLUSHING AVE., BROOKLYN 37, N.Y. 
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Annual Review 


New Developments in Telephony 


By RAY BLAIN 


telephone industry for expanded 

and improved communications 
services has greatly accelerated re- 
search and the development of new 
techniques and equipment necessary 
to meet the unprecedented require- 
ments of the industry. Telephone 
equipment manufacturers and other 
producers have been most responsible 
to the needs of telephone operating 
companies by designing and fabricat- 
ing equipment, materials, and tools 
required to provide service necessary 
to meet the demands of this modern 
age. 

A recent survey indicated that op- 
erating companies maintain a high 
degree of interest in information 
on new products and techniques. We 
are, therefore, again presenting our 
annual review of the latest develop- 
ments and we hope it will prove bene- 
ficial to all telephone companies not 
only in their expansion and moderniza- 
tion programs, but in the maintenance 
and operation of their systems as well. 


T HE CONTINUING demand on the 


% * * * 


THE ELECTROFILE (Fig. 1). The 
Acme Visible Electrofile is just what 
the name implies. This filing system 
incorporates the speed of electricity in 
placing important information at one’s 
fingertips. The equipment codes, 
punched on a keyboard, verify, store 
and select from the single set of cards 
required by this system. 

The speed and accuracy of the sys- 
tem comes from the special patented 
metal teeth which form the bottom 
edge of each card. With the use of the 
Electrofile keyboard, these teeth are 
keyed to practically any desired kind 
of card selection. Depressing any de- 
sired key causes any single card or 
group of cards bearing this specific 
code to pop up instantly from the file. 
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These special metal edges may be at- 
tached to the cards now in use. The 
fingertip control actuates the electro- 


Fig. 1 The Electrofile. 


magnetic machine by simply pushing 
the required key. 

Because the selector can immediate- 
ly spot the card desired, regardless of 
its location in the tray, refiling by se- 
quence is not necessary. Cards can 
be placed in the tray at random, there- 
by saving the time and effort normally 
required to locate and file in their 
proper sequence. The cards can also 
be identified by name, by number, by 
date, by products, by area, or any 
other arrangement that may be re- 
quired. Moreover, when a group of 
cards in a given category is required, 
the entire lot is located as quickly as a 
single card. 

The Electrofile cards are of the reg- 
ulation type, but have strips of thin 


metal along the bottom edge. They can 
be processed through typewriters, post- 
ing machines, etc., just as quickly and 
easily as any ordinary card. There is 
no doubt that this system will prove to 
be extremely useful and time-saving 
in the average telephone office. 


AUTOMATIC TOLL TICKETING 
SYSTEM (Fig. 2). Automatic Electric 
Co. has improved its Strowger Auto- 


Fig. 2. PPCS operator’s position for 
SATT system. 


matic Toll Ticketing System (SATT) 
by adding features necessary to handle 
person-to-person, collect, and special 
instruction calls, instead of being lim- 
ited to station-to-station calls. This new 
feature is designated PPSC. The actual 
routing of all these special calls and re- 
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cording of basic information are auto- 
matic. The timing is also automatic. 
The operator’s only duty is to insure 
that the calling party receives the serv- 
ice desired. 

In order to explain this new feature, 
we will follow a PPSC call from its be- 
ginning to completion. First, the cus- 
tomer dials an access code which indi- 
cates a PPSC call. Next, he dials the 
called number. After dialing is com- 
pleted, the operator is automatically 
signaled and enters the line. The caller 
gives the name of the party being 
called (if a person-to-person call), or 
his name (if a collect call), or his cred- 
it card number, or the number to which 
he wants the call to be billed (if a spe- 
cial-instruction call). The PPSC oper- 
ator indicates by pressing a button 
what type of call it is. If Automatic 
Number Identification (ANI) is pres- 
ent, all billing information is recorded 
automatically. Otherwise, the CKO op- 
erator must obtain the calling number 
and key it into the ticketer. 

Meanwhile, SATT has sent the call 
forward. When the desired party an- 
swers on a (person-to-person call), 
an automatic timing mechanism is set 
into operation by the operator which 
runs until the call is completed. 


DYNALOGIC ELECTRONIC PBX 
(Fig. 3). Stromberg-Carlson’s Elec- 
tronic PBX—marketed under the trade 


Fig. 3 Dynalogic electronic PBX. 


name Dynalogic—has become a pro- 
duction item. The system is similar to 
the one that has been in service for 
several months at Southern Pines, N. C. 

Among features not included in elec- 
tro-mechanical systems are: space re- 
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quirements reduced by a 5-to-1 ratio; 
microsecond speed in switching; full 
availability of circuiis; greater flexi- 
bility. 

The dynalogic PBX is compatible 
with electro-mechanical systems. The 
same telephone instruments used in 
any modern system can be associated 
with this electronic PBX. 


OFFICE CONVEYOR FOR TELE- 
PHONE SHOPPING (Fig. 4). Teéle- 
phone shopping and service depart- 
ments in modern retail stores and busi- 
ness establishments are presently do- 
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Fig. 4 Office conveyor for telephone 
shopping. 


ing a big business throughout the coun- 
try. This new service is made possible 
by the use of the automatic call dis- 
tributor now being provided by operat- 
ing telephone companies. 

With this equipment, incoming calls 
by-pass the PBX operator and are 
directed to an available and specially 
trained sales woman who handles the 
transaction. To efficiently handle this 
increasing volume of telephone orders 
from customers, many business firms 
are adopting the new versatile office 
conveyor systems now being marketed 
by Mercury Industries, Inc. 

These conveyors are used to trans- 
mit the telephone order direct to the 
department or person who will com- 
plete it and make the delivery to the 
customer. This action avoids delays 
and mistakes and materially increases 
the value of the telephone sales system. 
This concept is also ideal for operating 
telephone companies, since it gives 
sales merchandising departments a 
new approach to a modern telephone 
arrangement. 

The channel type belt conveyor sys- 


tem proves ideal for use with the 
telephone merchandising system. In 
this type system, paper is held in an 
upright position between two station- 
ary vertical guides, and conveyed by a 
motor driven belt running beneath 
them. The guides may be straight sided 
and constructed of hard wood, V- 
shaped and made of sheet metal, or of 
molded aluminum alloy. 

The space between the guides and 
their height varies according to the 
width and height of the paper being 
conveyed. Short narrow-gauge guides 
are used if the traffic consists of small 
tickets or slips. The guides are higher 
for larger pieces of paper so as to 
keep them from bending over, and are 
of a wider gauge if bulky envelopes 
or folders are to be conveyed. 

The system may consist of one or as 
many as 30 channels. There are no 
mechanical limitations to the number 
of channels, but there are practical 
limitations. Banks of belts may be 
stacked one above the other. Or, run- 
ning side by side, they can be made 
to move in either direction. Multi- 
channel belts are used where there is a 
concentration of one or two-way traf- 
fic between various individuals or in- 
dividual work stations in a given area. 
By using separate channels for various 
individuals, or individual work stations 
material can be carried to and from 
them without the need of sorting or 
other handling. 


TONE GENERATOR (Fig. 5). Orbit 
Industries, Inc. has produced a new 
TG-1 tone generator to replace the old 


Fig. 5 Tone generator TG-1. 


81A buzzer. The new unit is a compact, 
self-contained audio signal generator 
designed to energize cable used in 
connection with the new concept of 
pre-wiring of customer’s premises. 
This generator produces a standard- 
ized signal having characteristics which 
insure accurate detection through any 
(Continued on page 58) 
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Call Commander’ telephone 
Permits your customer to place, answer 
and hold calls for up to 17 C.0., PABX, 
PBX or private lines. Jade Green or 
Sand Beige with contrasting face plate. 


Type 86 telephone 
Place, answer and hold calls for up to five 
C.0O., PABX, PBX or private lines. Auto- 
matic or manual extension exclusion. 
Choice of six attractive colors. 








With our expanded key system, you can provide business customers with 
custom communications, inside or outside! Just take a look at the many 
features that this system offers: 


Smart, modern telephones. You can offer your customer the Type 
86 phone or the new Call Commander phone. Both have lighted push- 
buttons which act as line signals. 


Up to 17 lines! Your subscriber can place, answer and hold calls for 
up to 17 C.0., PABX, PBX or private lines at any station. 


Tie tines for linking a station on one key system with another station 
on a distant system. 


Selective dialing for up to 36 intercom stations. Single or 
two-link talking arrangement. 


Privacy on intercom links. 
Conference calis. Up to six other inside stations may be called 
simultaneously or consecutively. You can also add another inside station 


to an outside call! 


Camp-on feature. Reserves busy line for caller and automatically 
connects when line is free. 


communications for your business subscribers! 


Do you use this expanded key system as arevenue- builder? 


All over the country, telephone men are discovering that they 
can earn extra revenue by leasing the 10-Al to business sub- 
scribers. Make a check in your community. Find out how many 
prospects you have for this business communications system. 
Then—go out and sell the systems! 

If you have any questions about the 10-Al, contact your AE 
representative. He’ll be glad to help you. He can also furnish 
you with sales aids to help you promote the 10-Al to your cus- 


tomers. To reach him, write Automatic Electric Sales Corpora- 
tion, Northlake, Illinois. 


AUTOMATIC ELECTRIC 
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The Plant Man’s 


NOTEBOOK 


By RAY BLAIN, Technical Editorial Director 


HIS YEAR’S report of highway 
3 accidents indicates that 37,600 

persons died and 3,057,000 were 
injured. This represents a one per cent 
drop over the figures of a year ago. An 
important angle is that passenger 
cars were involved in slightly more 
personal injury accidents in 1961 than 
in 1960 while commercial vehicles and 
taxis were improving their records. 
The report indicates that passenger 
cars make up about 80 per cent of all 
registered vehicles and are annually 
involved in more than 80 per cent of 
all personal injury accidents. 


This might appear to be about nor- 
mal, with commercial vehicles account- 
ing for about 20 per cent of these ac- 
cidents. However, what really should 
make us think is that the average com- 
mercial vehicle travels up to four times 
as many miles per year as the average 
passenger car, yet accident frequency 
is less. If exposure were the only fac- 
tor, commercial vehicles would be in- 
volved in as many accidents as passen- 
ger cars. That they are not is a tribute 
to the training, skill and attitude of 
the drivers of commercial vehicles. 
Perhaps we should take a lesson from 
the pro’s. 


It is reported that there are present- 
ly more than 15,000 outdoor telephone 
booths in use in the United States. This 
is double the number in service in 
1959. 


We are pleased to note that the 
students and faculty members at East- 
ern Montana College, at Billings, are 
now enjoying the latest and most com- 
plete telephone service available. Com- 
plete dialing between all telephones 
on the campus and in the Billings ex- 
change is provided without the aid of 
an operator. The system is the first to 
be installed for college use in Mon- 
tana or in the eight-state area served 
by the Mountain States Telephone Co. 

With this new 24-hour service, stu- 
dents can lift the telephone receiver 
and dial their local calls and station- 
to-station long distance calls directly 
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from their rooms. Inward service and 
operator’s assistance, as required, are 
provided at a three-position switch- 
board. It is good to note that colleges 
are finally realizing that all calls on 
their PBX systems need not be man- 
vally handled by operators. 


There is a new look in telephone 
trucks of various operating companies 
these days. Since the beginning of the 
telephone industry its workers have 
walked, ridden bicycles, driven horse- 
drawn wagons, chugged along in horse- 
less carriages, and driven trucks in the 
performance of their jobs. With each 
new development in_ transportation 
there has been a trend toward making 
the installer’s work a bit easier. 


Until the recent appearance of the 
van-type truck, the symbol of the tele- 
phone installer was the standard pick- 
up truck with the utility body. This 
type of truck has served the industry 
well for many years and is continuing 
to do a good job. 

The new van-type truck is rapidly 
gaining favor, however, throughout the 
industry. It appears to be especially 
desirable for the use of PBX installers 
as they are virtually a storeroom on 
wheels. Storage bins arranged inside 
the vehicle provide ready access to 
hardware and tools as well as the 
more often used items of telephone 
apparatus. A supply of cable of various 
sizes may be carried in larger bins. A 
most important feature of this arrange- 
ment is that material and equipment 
is protected from the weather at all 
times. There is also adequate space 
to work inside the truck in bad 
weather. Some trucks have a small 
work bench and vice to make the 
installer’s job a bit easier. 


Another advantage of this new type 
of truck is the easy loading feature. 
The bed, or floor of the truck, is low 
and large so heavy items of equipment 
may be loaded easily. Along with the 
easy loading feature comes accessibili- 
ty. This type of truck has two swing- 
out doors on the right side, each open- 
ing to a width of more than four 
feet. This arrangement permits loading 
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and unloading from the sidewalk side. 
The loading doors are, of course, in 
addition to the cab doors. 

Safety also is an important consider- 
ation in the design of this new type 
truck. It provides good visibility. In 
fact, the driver has a 360 degree view 
of what is happening in traffic on all 
sides. It also is easy to park and 
economical to operate. 


Many of the employes of General 
Telephone Co. of Ohio have enrolled in 
correspondence schools as a part of 
their self-development plans. Numer- 
ous technical, professional and busi- 
ness courses are available, and can 
generally be tailored to provide the 
exact training desired. 

The company has cooperative train- 
ing arrangements with several cor- 
respondence schools in order to assist 
employes in_ selecting appropriate 
courses. These ariangements permit 
employes to take advantage of a 10 
per cent discount in the cost of any 
course they may select. 

The company also has information 
concerning correspondence courses of- 
fered by various colleges and univer- 
sities throughout the country. These 
courses can be used for college credit 
and are relatively economical. 


By using Automatic Call Distribu- 
tors, Braniff, Delta, and Eastern Air- 
lines are making quick reservation 
service with the speed of their jet 
fleets. 

In addition to the complicated job 
of converting three Houston airline 
reservation centers to Automatic Call 
Distributors within a six-month period, 
Eastern Airlines posed a special prob- 
lem for the Southwestern Bell Tele- 
phone Co.’s task force. Whereas Delta 
and Braniff reservation centers are 
far less complicated than their main 
facilities in Atlanta and Dallas, respec- 
tively, Eastern’s Houston office is 
one of the line’s main reservation cen- 
ters in the United States. It serves the 
entire state of Texas, plus part of 
Louisiana, utilizing foreign exchange 
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ELECTRIC DRILL 
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REVOLUTIONIZES '/4 ELECTRIC iain 


Half the Size is only half the story 
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Now, a sensational break-through in electric motor design : THOR POWER TOOL COMPANY 
: 
« 
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: : : 175 N. State St., Dept. 32 
enables Thor to cut both the size and weight of the 4” electric Aurora, Illinois 
drill—in half! Savings in “‘weight-lifting”’ (2 lbs. less!) —savings ¢ SHOW ME! 
in drill-bit lif ; ie: aaa int dd t Please have your local Thor distributor bring a 
in drill-bit life—savings in tool maintenance... a up to as SLES Thor Compact \” Electric Drill to my office: 
much as 50% reduction in drilling costs! Often pays for itself in 
é Pi TOLLS DOIN ss ncecccnneettrenanenesieniemmeninsunipppeninnaiasiae 
a matter of weeks! See the sensational new Thor Compact in ~ 
your own office: Write, wire or phone Thor Power Tool Com- 
pany, TW 2-7601. Area code 312. 


THOR POWER TOOL COMPANY, Aurora, Illinois 
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service woven into a Telepak commu- 
nications package. 


Customers in New Orleans, Orange, 


Beaumont, Galveston, San Antonio, 
Fort Worth, Dallas, or Houston simply 
pick up the phone, dial a local num- 
ber, and the call goes direct to Houston 
where all reservations are made for 
customers in those cities. 

Eastern forecasts the number of calls 
expected to its reservation center for 
a given day and uses it as a basis for 
the work schedule. But when bad 
weather envelops the area covered by 
the Houston office, an estimated 3,000- 
call day may turn into a 7,000-call 
day. That’s when the Automatic Call 
Distributor is worth its weight in gold. 
It just keeps slipping the calls into 
open lines and makes bad weather 
much less of a problem than before 
this equipment was provided. 


Many will remember back in the 
thirties when unshielded buried wire 
first made its appearance in this coun- 
try. We all thought that this was the 
ideal type of plant, and that it did not 
require any protection. 

It was first thought that, as the 
entire plant was underground, it would 
be immune to lightning damage. Lat- 
er, to our sorrow, we learned that 
many lines were severely damaged by 
lightning, and that a ground wire must 
be buried with the line wire, or 
equipped with a metallic shield. It 
was later determined that lightning 
came into the ground from trees and 
jumped to the cable and ground from 
their roots. 

A recent item in On the Line, pub- 
lished by the Australian Post Of- 
fice, describes how lightning struck 
and shattered a large tree in that 
country. The lightning then travelled 
along one of its roots for 50 feet and 
jumped to a 100-pair buried cable. 
The explosive force of the lightning 
opened a trench two feet wide and 
two feet deep in the ground along 
the length of the tree root, plus a 
large hole at the point of contact with 
the cable. The lead cable sheath was 
melted, and the discharge travelled 
along the cable in both  direc- 
tions, flashing from sheath to conduc- 
tors, in at least thirty places, over a 
distance of 3% miles. 


“Cross Talk” 


Education is defined as what you 
have left over when you subtract what 
you’ve forgotten from what you’ve 
learned. 


You may not know when you are 
well off, but the Internal Revenue De- 
partment does. 
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Q. Will it be safe to assume that 
powder powered tools can be used with 
safety in driving studs on telephone 
construction jobs? 

A. It is our opinion that if these tools 
are used properly, and if workmen 
will observe a few simple precautions, 
they are entirely safe. One such tool 
is designed so the stud is not driven 
by direct velocity of the powder 
charge, but is pushed by a piston 
throughout its traveled distance. This 
action provides controlled travel at 
slow movements which avoid ricochet- 
ing of the stud from the surface. Nei- 
ther can the driver be fired accidental- 
ly. Several safeties must be released 
prior to firing. 

e 

Q. Is there an instrument available 
that may be used in solving problems 
in cable pressurization? 

A. There is available a slide rule 
type instrument called “The Cable 
Pressurization Computer’ for quickly 
and easily performing the mathemat- 
ical computations required for cable 
pressure analysis procedures which are 
based on the computation of flow and 
pressure drop. 

This instrument is composed of three 
parts: the body, the slide, and the 
indicator. The body of the computer 
has two sections, a top section and a 
bottom. The two sections of the body 
are separated by the slide which moves 
between them. The indicator is com- 
posed of a clear plastic rectangle with 
a fine line etched on it. Complete in- 
structions are furnished with each in- 
strument indicating how it may be 
used to solve various problems on pres- 
surization. 

* 

Q. Will it be possible to use a line 
throwing gun in the construction of a 
telephone line over rough terrain? 

A. There is a gun of this type avail- 
able that is designed to carry a nylon 
line over distances up to 550 feet. The 
smooth bore hammer gun used is .45- 
70 caliber. A brass projective 14” in 
length carries the line. A rewinding 
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machine is also available for reeling in 
the line so it can be reused without 
fouling. 
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Q. What is the Variable Count Cable 
Terminal and can it be used on all 
types of cable? 

A. The Variable Count Splice Case 
Cable Terminal can be installed on 
paper or plastic-insulated cable with 
aluminum, lead, alpeth, or stalpeth 
sheath. It features a splice case ter- 
minal with multiple cable pair selec- 
tions found in ready-access terminals 
and permits changing terminal counts 
without opening the splice case. 

The terminal housing is equipped 
with a 26-pair bundle of plastic-in- 
sulated, color-coded conductors that 
are half-tapped to the distribution 
cable at each terminal location. As de- 
sired, the terminal housing will ac- 
commodate either one or two six-pair 
terminal blocks for one to 12 cable 
pairs. In each 26 pair bundle there is 
sufficient slack so any pair in the bun- 
dle can be terminated on the terminal 
binding post and tightened under an 
insulating crushing washer on the ter- 
minal binding posts. This feature elim- 
inates the necessity of stripping the 
wire insulation. Between the terminal 
housing and the splice case, the wire 
bundle is hermetically sealed which 
provides an airtight and moistureproof 
splice closure. 
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Q. Is it possible to obtain a one- 
Piece wire grip for use with parallel 
type drop wire? 

A. This type of grip is available 
from several manufacturers. They 
claim there are no parts to assemble 
and it can be easily installed by line- 
men wearing gloves. The slim design 
of one type permits several to be used 
on one drive hook. Moreover, the drop 
wire may be removed from the grip 
regardless of the wire tension or the 
period of time they have been in place. 
It is also designed for reuse indefinite- 
ly. 
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when and 


where you need it! 


From many convenient locations, 
quality Keystone Wire is available 
for the needs of the telephone in- 
dustry. Keystone offers a full range 
of Class A line wire in SOM, 85M 
and 135M tensile strengths. All line 
wires meet the specifications of 
A.S.T.M. and A.T.&T. and are ap- 
proved by R.E.A. Your Keystone 
Distributor also offers a full line of 
galvanized bond, tie and construc- 
tion wire in a full range of gauges. 
For quality wire—and prompt de- 
livery—contact your nearest Key- 
stone Telephone Wire Distributor 
or write direct for information. 

KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 
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British Ropes Canadian Fact., Ltd. 


Vancouver, B. C., Canada 


Buckeye Telephone & Supply Co. 
Columbus, Ohio 


Crescent Electric Supply Company 
Burlington, lowa 
Dubuque, lowa 
Cedar Rapids, lowa 
Davenport, lowa 
Madison, Wisconsin 
Mason City, lowa 
Ottumwa, lowa 
Peoria, Illinois 
Quincy, IIlinois 
Rapid City, South Dakota 
Sioux City, lowa 
Sioux Falls, South Dakota 
Spencer, lowa 
Sterling, Illinois 
Waterloo, lowa 


Dakota Electric Supply Co. 
Fargo, North Dakota 


Joslyn Mfg. and Supply Co. 
Birmingham, Alabama 
Chicago, Illinois 
Dallas, Texas 
New Orleans, Lovisiana 
New York, New York 
No. Kansas City, Missouri 
Oklahoma City, Oklahoma 
Omaha, Nebraska 
St. Paul, Minnesota 
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Kingsport Electric Co., Inc. 
Kingsport, Tennessee 

Line Material Industries 
Milwaukee 1, Wisconsin 

Marshall-Wells 

Canadian Companies, Ltd. 
Winnipeg, Manitoba, Canada 


Midwest Telephone Supply, Inc. 
Appleton, Wisconsin 


The Mine & Smelter Supply Co. 
Salt Lake City, Utah 


Nelson Electric Supply Co. 
Dallas, Texas 
Lubbock, Texas 


Piedmont Electric Supply Corporation 
Charlottesville, Virginia 


Jack Pruzan Co. 
Seattle, Washington 


Southern Electrical Corp. 
Chattanooga, Tennessee 
Stromberg-Carlson 


A Division of General Dynamics 
Chicago, Illinois 


Suttle Equipment Company 
Chicago, Iilinois 
Lawrenceville, Illinois 


Tele-Wire Supply Co., Inc. 


Jamaica, New York 


Tennessee Valley Electric Supply Co. 
Little Rock, Arkansas 
Memphis, Tennessee 
Nashville, Tennessee 


by the makers of famous Red Brand Fence 
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Continued from page 18 


under controls of the courts and the 
attorney general “removes the ano- 
malies and ambiguities of the present 
law.” 

Prof. Robert B. McKay of the Com- 
mittee on the Bill of Rights took 
strong exception to wiretap legislation 
saying “interference with telephone 
communications is a direct assault on 
liberty which this free society should 
not permit.” 

McKay said his committee recom- 
mends an outright prohibition against 
wiretapping. 

He called for an amendment to the 
Communications Act that would make 
it clear that any wiretapping activity 
be a crime and any evidence obtained 
through tapping should be inadmis- 
sible in any court. 

On May 29, Assistant U. S. Attorney 
General Nicolas Katzenbach and Alan 
Barth, editorial writer for the Wash- 
ington Post, engaged in a spirited talk 
on wiretapping in a discussion spon- 
sored by the Washington Chapter of 
the Americans for Democratic Action. 

Katzenbach charged that any posi- 
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tion which holds wiretapping to be 
wrong is “unconscionable, immoral and 
unjustified.” Barth opposed his posi- 
tion declaring the bill would cause an 
invasion of individual privacy. 

Katzenbach pointed out that under 
existing federal law, anyone’s tele- 
phone may be tapped. He said, “We 
are trying to curtail indiscriminate in- 
vasion of privacy and make it a federal 
offense to wiretap in cases other than 
directed by the Justice Department or 
the courts.” 

Barth maintained that any wiretap- 
ping violates the Fourth Amendment 
because it is a general search under a 
general warrant. It also breaches the 
Fifth Amendment, he said, because a 
person may be a witness against him- 
self without being first informed. 

Katzenbach countered that wiretap- 
ping is not an invasion of rights guar- 
anteed by the Constitution because it 
does not involve a search of a person 
or his property. 

Barth suggested that Congress pass 
a law prohibiting wiretapping by any- 
one. He added, “For the past 22 years, 


every Attorney General has asked 
Congress for the right to use wiretap- 
ping and Congress has refused.” 

Katzenbach was, of course, arguing 
the merits of Administration-backed 
proposals to limit wiretapping to of- 
ficial use in investigating certain sus- 
pected crimes while outlawing all pri- 
vate use. He said the interpretation of 
existing law is that wiretapping can 
be used under certain circumstances 
without hindrance by law enforcement 
officials. The proposed bill would nar- 
row and restrict certain wiretapping 
that now has no limitation. 


Conflicting History 

“Perhaps a student of history, 
writing with the perspective of 
the year 2,000, will identify com- 
munism in retrospect as not the 
wave of the future, but the back- 
wash of a reactionary past, swept 
away by the increasing incom- 
patibility between its false and 
sterile dogmas and the natural 
instinct of human beings for a 
freer, more varied way of life.” 
WILLIAM HENRY CHAMBERLIN in 
May, 1962, The Freeman. 
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Danish Debenture Issue 
To Yield 5.95 Per Cent 


Copenhagen Telephone Co.’s_ 15 
million dollar of five per cent sinking 
fund dollar debentures, due June 1, 
1977, reached the market at 96.80, to 
yield 5.95 per cent. (TELEPHONY, May 
12). 

A sinking fund, beginning in 1968, is 
designed to retire the entire issue by 


maturity. The debentures otherwise 


are non-callable for 10 years. Principal 
and interest on the issue are payable 
in New York in U.S. currency. 


Copenhagen Telephone Co., 50.65 per 


cent owned by the Danish government, 
is the sole supplier of telephone service 
on the Danish islands of Zealand, on 
which the city of Copenhagen is lo- 
cated. 


Proceeds from the debenture sale 
will be used for construction and im- 


provements, according to the company. 


Davison Named Vice President 
Of Southwestern Bell 

Marvin L. Davison, Southwestern 
Bell division manager at Dallas, has 
been appointed assistant vice presi- 
dent-personnel at St. Louis. 


He succeeds William G. Hoffman 
who earlier was named general traffic 
manager for the company’s Missouri- 
Illinois Area. 

James B. Nichols, general sales and 
service manager in St. Louis, will re- 
place Davison in Dallas. 

Davison started with Southwestern 
Bell as a business representative at 
Dallas in 1946. He later was district 
manager at San Antonio and Dallas, 
and was promoted to division manager 
in 1957. 


Nichols joined Southwestern Bell’s 
commercial department at St. Louis in 
1947 and later worked in a number of 
commercial supervisory jobs in the St. 
Louis metropolitan area. He was pro- 
moted to district manager at East St. 
Louis, Ill., in 1958 and was named gen- 
eral sales and service manager for the 
company’s Missouri-Illinois Area the 
following year. 


B. M. Pederson, Plant Manager 
C & D Batteries, Dies Suddenly 
Ben M. Pederson, plant manager of 
the Attica plant, C & D Batteries, Div., 
The Electric Autolite Co., Conshohock- 
en, Pa. died unexpectedly Saturday, 
May 12, 1962 at his home in Attica. 





B. M. PEDERSON 


A well known executive of the bat- 
tery industry for years, Mr. Pederson 
had been plant manager for the Attica 
plant since its opening in 1955 and was 
an industrial engineering graduate of 
the University of Minnesota. 

Death, at the age of 49, was attrib- 
uted to a heart attack. 
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N. D. Cooperatives Protest 
Tax Increase Proposal 

A North Dakota Legislative Re- 
search Committee subcommittee has 
heard officials of rural telephone co- 
operatives protest any plan to 
their property tax rates. 

An earlier subcommittee 
showed the cooperative, or mutual, 
telephone companies pay only 50 
cents per telephone, in lieu of all other 
real and personal property taxes. North- 
western Bell Telephone Co. pays $9.00 
per telephone, it was stated. 

Donnell Haugen of Roseglen, presi- 
dent of the Reservation Telephone 
Cooperative, Parshall, presented a fi- 
nancial statement saying his company 
had a net income of only 33 cents per 
telephone last year. 

John Walters, manager of the Polar 
Rural Telephone Co., Park River, testi- 
fied any substantial raise in the 50- 
cent rate would drive most of the co- 
ops out of business. 

Several other officials of cooperatives 
said their tax rate was set low pur- 
posely in 1931 to enable them to give 
service to sparsely populated areas 
where private utilities would not come 
in. 

A representative of the Consolidated 
Telephone Co., Dickinson, said that 
company lost $51,000 in 1960, and only 
cut the deficit to $14,000 last year by 
merging two cooperatives to reduce 
overhead. 

Other testimony indicated seven 
North Dakota telephone co-ops made 
money last year, and others 
showed a loss. 


raise 


report 


four 


OK Mich. Subscriber Transfer 


Between Independent, Bell 

The Michigan Public Service Com- 
mission on May 18 approved a joint 
application of Michigan Bell Telephone 
Company and Banfield Telephone Co. 
for a revision of the boundary between 
Michigan Bell’s Battle Creek exchange 
and the Banfield company’s exchange. 

Both companies presently serve sub- 
scribers in the Fine Lake and Bed- 
ford communities. The revision elimi- 
nates dual service to these communi- 
ties by transferring all of Fine Lake 
to the Banfield company and all of 
Bedford to Michigan Bell. 

Also approved was a joint petition 
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Courts and Commissions 


for the establishment of EAS between 
Banfield and Battle Creek. EAS pres- 
ently is provided from Banfield to 
the Hickory Corners, Delton and La- 
cey exchanges of the Banfield com- 
pany. 

Also approved was a separate peti- 
tion of the Banfield company for the 
expansion of their base rate area to 
include the entire Fine Lake com™mu- 
nity. As a result of these changes, 104 
Bell subscribers, who formerly re- 
ceived multi-party Battle Creek serv- 
ice or base rate service at exchange 
mileage rates, are transferred to the 
Banfield company and will now re- 
ceive base rate service. 

In addition, 17 subscribers who for- 
merly received Battle Creek multi- 
party service on a cross-boundary for- 
eign exchange basis will now receive 
Banfield base rate service. Subscribers 
who formerly received Battle Creek 
multi-party service on a foreign ex- 
change basis are in the area trans- 
ferred to Bell’s Battle Creek exchange 
and will now receive the same service 
on a normal basis. Other subscribers 
who formerly received Battle Creek 
multi-party service on a foreign ex- 
change basis will now receive Ban- 
field multi-party service. Some Ban- 
field subscribers are transferred to 
the Battle Creek exchange and will 
receive Battle Creek multi-party serv- 
ice. 

Dual service to some subscribers is 
also eliminated. These transfers in- 
crease the total number of Banfield 
stations from 499 to 616. 

Also approved in the joint petition 
for the transfer of territory was the 
purchase and sale by each company of 
plant facilities involved. 


Ark. Commission Directs 
Company to Serve 3 Areas 


The Arkansas Public Service Com- 
mission on May 15 directed the Perco 
Telephone Co., Perryville, to construct 
lines into the Bigelow, Wye, and Little 
Italy areas to meet demands for serv- 
ices made by residents. The commis- 
sion order called for making service 
available to the residents by Dec. 1. 

In August, last year, residents of 
Little Italy and Wye had asked the 
commission to place their areas under 
the control of Southwestern Bell Tele- 
phone Co. 

The Bell 


company did not wish 


to link the Little Italy and Wye areas 
to its Pinnacle exchange on the ground 
that costs would be high. 

In the meantime, the Perco com- 
pany obtained an REA loan and is 
planning to cut over its system to dial 
service in both the communities. The 
Bigelow company, it is reported, will 
be tied to these exchanges. 


SW States Gets Raises 
In Oklahoma, Texas 


The Southwestern States Telephone 
Co., Brownwood, Tex., has announced 


the following increases in telephone 
rates recently. 

Comanche, Okla., 1103 stations, eff. 
May 21. Old 


One-party business . $7.85 
Two-party business ... ... 6.60 
Rural business ... 7.00 
One-party residence 5.30 
Two-party residence 

Four-party residence 

Rural residence 


Jarrell, Tex., 
26. 


One-party business 
Two-party business ... 
Rural business 
One-party 
Two-party residence 
Four-party residence 
Rural residence .... 


73 stations, eff. June 


$10. 


residence 
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axsssss 
DHMH IVS 
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Paint 
July 16. 


One-party business 
Two-party business 
Rurai business 
One-party residence . 
Two-party residence 
Four-party residence 
Rural Residence 


Rock, Tex., 99 


stations, eff. 


eee ® 


Raaasss 
ot EN 90.00 © 
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Wimberley, Tex., 
June 26. 


One-party business ............ 
Two-party business . 

Rural business 

One-party residence 

Two-party residence 

Four-party residence 

Rural Residence 
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stations, eff. 
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Approve Ill. Dial Rates, 
Cerificate for New Area 

The Illinois Commerce Commission 
on May 25 authorized Tampico Farm- 
ers Mutual Telephone Co. to increase 
its rates when its Tampico exchange 
is converted to dial operation. The 
increase will give it a net operating 
income of $8,441 a year. 


The commission on the same date, 
directed General Telephone Co. of Illi- 
nois, Bloomington, to furnish telephone 
service south and west of Anna-Jones- 
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Rapid, reliable communications are a must to Trans 
World Airlines’ reservation office in Las Vegas: Re- 
cently, increased demand for flight space was causing 
a@ commensurate increase in telephone traffic. Unless 
prompt action were taken, a very real problem was 
in the making. 

Officials of TWA called in the Southern Nevada 
Telephone Company. All agreed that more tele- 


phones were not the answer. What they required 
was a SYSTEM. 


UNITED STATES 
Phone: 293-5153 


Charlottesville, Va. 


USI was notified of the problem. (SNTCo. had seen 
us solve problems before.) We engineered and fur- 
nished a SYSTEM utilizing 20 trunks, 24 positions, 
and 10 overflow circuits. Traffic now flows on an 
orderly, rotation basis. All-important business is pre- 
served and repeated. 

Do you have a communications problem? Our spe- 
cialty is performing the unique. Call us. We'll be 
where you are. Possibly by air—probably by TWA. 


INSTRUMENT CORPORATION 


P. O. Box 1288 





boro. The order also grants the com- 
pany a certificate to serve the area 
which now is considered open terri- 
tory, and directs the company to pro- 
vide the service within 25 weeks from 
the date of the order. 


New York Commission Okays 


Company’s Rate Increase 

The New York Public Service Com- 
mission accepted a tariff amendment 
filed by Crown Point Telephone Corp. 
designed to increase most of its rates 
on May 31. The company serves about 
490 stations in and near Crown Point, 
Essex County. 

In filing its new tariff, the com- 
pany reported that increased property 
assessments had added more than 
$2,500 to its annual operating expense 
and that other costs had risen also. 


The new tariff is expected to produce 
$1,191 additional annual revenue. 

Under it, the monthly charges for 
residential service will be increased 
by 25 cents and those applicable to 
three subscribers having party line 
business service will be increased by 
50 cents. No increase will apply to the 
61 subscribers having individual line 
business service. 


Approve Minnesota Sale 

The Minnesota Railroad & Ware- 
house Commission has approved the 
sale of the Dwelle Telephone Co. to 
the Pioneer Telephone Co. The Dwelle 
company serves about 2,700 stations 
in Lake City and Zumbro Falls. 


Deny Increase in Louisiana 
A petition to the Louisiana Public 
Service Commission for an increase 


™ erd 5. ee 
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The 3” steel pole bent. . 


in rates by the Southwestern States 
Telephone company has been denied. 
The order refusing the increase was 
signed by Ernest Clements, chairman, 
and John J. McKeithen. Commissioner 
Knight dissented in part expressing the 
feeling that the company was entitled 
to some relief. 


Wisconsin Commission Gets 
Three Requests to Sell 

The Wisconsin Public Service Com- 
mission, in hearings on June 6, 7 and 
8, received the following requests: 


Of the Calumet Telephone Co., For- 
est Junction, to sell its properties to the 
Stockbridge & Sherwood Telephone 
Co., Stockbridge. 


+ 
Of the Lebanon Farmers Telephone 


‘ 


. but the new improved aluminum 
BOOTHETTE® was still in place . . 


. and as good as new. 


Pictured is the result of a test conducted in Atlanta. The tele- 
phone could not be jerked loose, although the force of the pull 
bent the steel pole. The BOOTHETTE® did not break from the 
housing and was not harmed in any way. 

Protection against vandalism is one more reason why the 
BOOTHETTE® is a sound investment for pay station installa- 
tion. It is rust-proof, light in shipment, easily serviced, good 
looking and long lasting. 

Gladwin’s BOOTHETTE® (GP-2200) can be installed on any 
pole or on any type wall or pedestal mounted. Shipped com- 
pletely assembled. Write Gladwin for specifications. 


Si GLADWIN PLASTICS, INC. 


"— am 105 COURTLAND ST., N. E. 
> ATLANTA 3, GEORGIA - 525-5384 


Area Code 404 


U.L. APPROVED 
Cc.S.A. APPROVED 
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Co., of East Maple Creek Telephone Co. 
and of Farmers Co-Operative Telephone 
Co. to sell their three properties to 
the Wisconsin Telephone Co. 

Of Mondovi Telephone Co. to pur- 
chase the properties of the Drammen 
Telephone Co. and of Jackson Tele- 
phone Co. 


General of SW Intervenes in 
Ark. Coop’s EAS Request 


The General Telephone Co. of the 
Southwest, Brownwood, Tex,. on May 
21, intervened in an application by the 
Southwest Arkansas Telephone Co-op- 
erative, Inc., Texarkana, Ark., 
vide extended area service to the 
Southwest company’s exchanges of 
Fouke and Trigg (TELEPHONY, May 19). 

The General company told the Ar- 
kansas Public Service Commission that 
it felt it had a stake in the application, 
because it owns the Texarkana ex- 


change that would service Fouke and 
Trigg. 


to pro- 


General of the Southwest said further 
it would “go along” with the EAS, pro- 
vided its version of the contract were 
approved by the commission, signed 
by the Southwest Arkansas Coop, and 
if the cities of Texarkana, Ark., and 
Texarkana, Tex., would accept the 
higher charges incident to General’s 
participation in the EAS. 

No date has been set by the Arkansas 
Commission for a hearing. 


OK Merger of 2 in Pa. 

The Pennsylvania Public Utility 
Commission on May 14 approved the 
merger of New Wilmington Telephone 
Co., Erie, with General Telephone Co. 
of Pennsylvania, Erie. Both companies 
are subsidiaries of General Telephone 
& Electronics Corp., New York City. 


TROUBLE NOT FOUND 
Concluded from page 28 


thing that will never happen again. On 
the other hand the trouble may re- 
turn. Will you call us at once if that 
should happen? Would you like for us 
to call you several times during the 
next few days to see if you have had 
any more troubles?” 

The first consideration in any busi- 
ness is to please the customer. He is 
the man who pays the bills. The tele- 
phone company is also interested in 
maintaining its plant in good condi- 
tion and giving good service. 


Dogged Pressures 

Money is what you’d get on beau- 
tifully without if only other people 
weren’t so crazy about it—IMARGARET 
CASE HARRIMAN. 
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LEIN 


If you know Klein for pliers, 
climbers, grips and other tools, 
you will be interested in the many 
other products in the complete 
Klein line, such as those illustrated. 

In leather goods, Klein has been 
supplying the largest utilities for 


5129 FLASHLIGHT POUCH 


PREFERRED BY 
ELECTRICIANS 
AND INSTALLERS 


years with tool belts, safety straps, 
tool pockets and other equipment 
designed for maximum safety ... 
longest life. 

Klein knives and scissors are 
specially designed for electricians 
and built to stand hard usage. 


$227 WEB BELTING BELT 


shi tes mace 


sans illest Sea 


FREE BULLETIN: write for 103TG Tool Guide 
covering the complete Klein line. 
ASK YOUR SUPPLIER. 
Foreign Distributor: 
International Standard Electric Corp., New York 


WEES ws LE ING | & Sons 


7200 McCORMICK ROAD, CHICAGO 45, ILL 





News on New Products 


MICROWAVE RECEIVER—Avail- 
able from Radatron, Inc. is its Radar 
Sentry, miniature, transistorized micro- 
wave receiver, designed as a trouble 
shooting and testing instrument. 

This receiver was designed for the 
needs of users of radar and microwave 
equipment, such as research and de- 


velopment laboratories, public utilities, 
commercial airlines, police depart- 
ments, news services, TV broadcasting 
stations, surveyors, railroads, military 
services, naval and merchant ships, 
and for the medical profession, Rada- 
tron states. 

The small compact unit weighs only 
13. ounces, measures approximately 
3-% inches wide x 2-% inches high 
x 3-% inches deep. It is powered by 
two 1,000-hour, self-testing mercury 
batteries. 

The receiver is capable of receiving 
CW signals and other types of modu- 
lation through a frequency range from 
1,000 megacycles in the “L” band up 
through 11,000 megacycles in the “X” 
band. Detection of radiation is indi- 
eated by an audible 800 cycle tone. 
The instrument is also made avail- 
able with a calibrated meter. It is sen- 
sitive to signal levels as low as 65 dbm. 

Among the Radar Sentry’s uses, says 
the company, are the detection of 
leakage from wave joints on high 
powered microwave transmitters, and 
the checking of marine and aeronau- 
tical radar emissions. 

In the laboratory, the unit can be 
used for antenna gain tests and for 
measuring antenna patterns, wave 
guide connection leakage, nulls in 
slotted lines, etc. 

Because of its easy portability, the 
manufacturer adds, the Radar Sentry 
can be used by personnel working in 
areas near high energy radar trans- 
mitters, as a radiation sensor. It will 
give audible warning when radiation 
intensity goes above a predetermined 
level, and may be adjusted according 


46 


to individual 
NP1917. 


specifications. Request 


WHITE COPY PAPER—A white 
copy paper designed to provide perma- 
nent, uniformly sharp copies of paper- 
work in day-to-day business operations 
is now available from 3M Co. 

Called “Thermo-Fax” Type A and 
B Systems Papers, 3M states that up 
to 25 bondweight  black-on-white 
copies may be obtained from a single 
Type A original for two cents each. 

The company explains that the Type 
A paper is used as any other office 
paper or form. It may be preprinted, 
typed, written or drawn upon. This 
paper, which may be used with any 
Thermo-Fax Copying Machine, also 
erases easily, and information may be 
added, deleted or changed. 

The Type B paper is used with the 
Type A original. 3M points out that 
information may be recorded on a 
single Type A sheet, which in turn will 
make up to 25 or more “B” copies in 
white (or a choice of green, blue, pink, 
or canary for color coding purposes). 

The company adds that double coated 
Type B papers are available which 
will copy on both sides. The B copies 
can serve as originals for making copies 
with other regular copy papers. Re- 
quest NP1918. 


TWO-WAY RADIO—General Elec- 
tric is adding a heavy-duty 80-watt 
high-band base station to its Progress 
Line FM two-way radio equipment. 
This radio is designed to help stretch 


TELEPHONY PUBLISHING CORP. 


608 S. Dearborn St. 
Chicago 5, Ill. 


companies’ communication capabilities 
by permitting them to talk farther 
and longer without the expenses of 
special super-powered equipment. 

The new unit is described as espe- 
cially suitable for telephone mainte- 
nance applications requiring continu- 
ous-duty, round-the-clock activity, 
GE says. It will be particularly use- 
ful, the company pointed out, in fleets 
where the dispatcher is constantly 
communicating with a larger number 
of cars or trucks. 

A new tube arrangement provides 
cool operation when message traffic 
is heavy for long periods of time, thus 
saving components, and requiring less 
maintenance. 

The new equipment will also be val- 
uable in repeater systems. Located re- 
motely from the office where the dis- 
patcher has his microphone, repeaters 
are triggered constantly by incoming 
messages and are frequently on the 
air in excess of normal usage time, 
GE adds. Because heavy-duty circuits 
give the radio’s components long life, 
the service technician needs to make 
fewer trips to the unattended repeater 
site to replace parts. 

Another advantage of this 80-watt 
two-way radio is a protective circuit 
which saves power amplifier tubes 
from damage when power drive to the 
PA tube is lost. 

The new GE Two-way radio is en- 
gineered to operate in the 130-174 MC 
range. Request NP1919. 


BOLT ANCHORS—Rawlplug Co., 
Inc., is offering its multiple-unit bolt 
anchors in eleven sizes, from %4 inch to 
1-%4 inches in diameter. 

The four new sizes added are the 
1-% inch, 1-% inch, 1-% inch, and 
1-% inch diameter Multi Calks. 

Multi-Calks, as described by Rawl- 


Please have the manufacturer send me without obligation the literature 
indicated by the following numbers: 


NP1917___ ; NP1918___ 
NP1921___ ; NP1922_ 
NP1925 ; NP1926 


Town and State 
6/9/62 
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With or Without 
no difference in price 


Now—get COMCO switchboard or operator cords 

with or without plugs. COMCO attaches the plugs free! 
Switchboard cords are available in choice of four colors; 
operator cords in black or brown. Specify COMCO— 

your best source of replacement cords— any size, any type... 
any quantity, instant delivery. Large inventories nationwide 

at Automatic Electric Sales Corporation warehouses. 
Commercial Cord Company, Clifton Springs, New York 


COMMERCIAL CORD COMPANY... .0::coscconoss 





A LITTLE SOMETHING 
FOR ALMOST EVERYBODY 


How to succeed in communications 
a | 3 
all while keeping ahead of the Joneses 


OMETHING unusual about Lynch is that it can deliver communications 
equipment to solve problems for just about everybody . . . from the big 


operator to the little fellow who’s trying to run a modest-sized business in 
a toe-to-toe market. 


Wy here’s the hottest new item that Lynch has turned out for quite 
oF a spell... a microwave multiplexing system that’s just about right 
for everyone—Telephone Company, Utility, Railroad, Pipeline, Military, etc. 


WY call it the B910 (because that’s what a Lynch secretary 


assigned as a model number), and we suggest you might give some 
consideration to this feature: 


*" B910 is inexpensive to buy, inexpensive to expand and inexpensive 
$2 to maintain. It uses a minimum of common equipment . . . and this 
in itself is quite uncommon. You can start with as few as one channel (that’s 
as few as they come) and build up to 600, with no penalty whatsoever. 


WY: don’t mind telling you: 120 channels of B910 (that’s ten 12- 
SLAY channel groups) can be applied directly to the microwave radio 
equipment without any complicated gadgets . . . and with no supergroup 
equipment either. The Lynch filters turn the trick . . . and each channel has 
built-in oscillators for modulation and signaling. Think what that means 
when there is an indication of oscillator failure (a remote possibility, but our 
individual oscillators are subject to the same conditions as expensive master 
oscillators). You're still on the air with all the other channels! 


b WY E don’t mind telling you: Transistorized construction gives you all 

of: these familiar benefits (not so familiar if you're still using vacuum 
tube equipment): small size, light weight and less heat, longer component 
life. Think of all the beer you can buy with the money you save on the low 
power consumption and lower maintenance cost. You know that story... 
and the Lynch B910 makes it non-fiction. 


wm ND, we don’t mind telling you: Lynch’s well known knack with filter 
“ses systems, designed into the B910, relieves you of the cost of inter- 
mediate supergroup modems and other common equipment, avoids expen- 
sive hybrids, provides options for easy drop and reinsert configurations and, 
of course, sounds best (you can actually recognize the fellow on the other 
end). The Lynch B910 can’t overload the microwave system, because it 
utilizes single-sideband, suppressed carrier transmission. Among the L-E-T- 
T-E-R-S the B910 works with are CCITT, the indomitable W. E. “L” (we 
have two orders from them, incidentally) and some others, if you’d care 
to guess (we have lots of options). 


mm ND if that’s not enough, the B910 has been producing toll revenue for 

ees OVEr a year . . .. longer than any other similar transistorized system in 
the country. You may have heard that it is operating over a 1400 mile pipe- 
line system; and that it is providing communications between some islands in 
the South Pacific via a scatter radio system. 


‘ayy 


W you’re in the communications business and not currently using two tin 
“ cans and a string, we suggest that the Lynch B910 can do the best possi- 
ble job of solving your particular problem at the lowest cost. It won’t hurt you 
a bit to start on a budget and grow as the Joneses move into the neighbor- 
hood and order new service. If Mr. Jones happens to work for W. E. or 


one of those other big outfits, you might give him our number. What Lynch 
can do for you, it can do for the Joneses, too. 


_| LYNCH COMMUNICATION SYSTEMS INC. 


Dept. A-69 695 Bryant Street, San Francisco 7, California * Area Code 415+ EXbrook 7-1471 
Contact your Graybar Representative or call us direct for complete information. 


plug, are multiple-unit machine bolt 
anchors designed for big jobs of mas- 
onry anchoring where heavy holding 


power is very important. The Multi- 
Calks are available in two styles: plain 
for thread-out applications and thread- 
ed for thread-in applications. Request 
NP 1920. 


DISTORTION ANALYZER — The 
Phase Distortion Analyzer which allows 
telephone lines and other voice com- 
munications media to be equalized for 
digital data transmission in less than 
15 minutes is announced by Hallicraf- 
ters. 


The Model PDA-241 is described by 


the company as “compatible with any 
phase-type or amplitude-type com- 
mercial or military digital data trans- 
mission system.” 

The manufacturer states that the 
unit is not limited to digital applica- 
tions, but can be used to help equalize 
voice channels wherever phase dis- 
tortion is a problem. 


Telephone lines are highly desirable 
media for digital data transmission be- 
cause they are universally and eco- 
nomically available, Hallicrafters points 
out. Most digital systems, however, 
need transmission media that are rela- 
tively free of distortion. This is partic- 
ularly true of the phase-type systems 
preferred for high-speed transmission 
with maximum signal reliability. 

By simplifying the distortion meas- 
urement procedure, the Hallicrafters 
analyzer is reported to have reduced 
the time and skill required to a prac- 
tical level and one which, it is believed, 
should encourage wider use of tele- 
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phone lines for data transmission. 

The Hallicrafters unit will measure 
relative phase distortion and envelope 
distortion over the passband 300 to 
3300 cycles per second for any voice 
frequency transmission line. Both 
phase and amplitude response can be 
analyzed simulataneoulsy. 

Operators at each end of a two-way 
voice channel can “talk back” by 
means of an order-wire circuit built 
into the analyzer. Request NP1921. 


“We saved $4,000 initial 

investment...not another 

small digging machine to 
compare with it!” 


SPLICE CLOSURES—The Puregas 
Equipment Corp. announces recent 
purchase from Engineering Enterprises, 
Inc. of Engineering Enterprises’ Peaco 
splice closures operation. Future sales 
wili be made through Puregas. 

Puregas plans to add to the special 
features of Peaco splice closures with 
emphasis on fittings for continuous flow 
pressurization systems. The company 
states that the splice closure units per- 
mit easy entry into the splice sections 
of plastic sheathed cables, although the 
closure is a permanent seal capable of 
being sealed without tools or heat. 
Also, the high impact plastic sleeve 
and components are said to be imper- Ask Preston Pipeliners, Inc. of 
vious to moisture, acids, alkalies, oils, 


: : Hialeah, Florida, how they like 
abrasion and vibration. Request NP- their Davis T-66’s. This company 
1922. 


recently purchased four units 
along with Davis Hustler 

* . ‘ 
trailers. The company’s report 
BURNISHER-CLEANER—A _ tool follows: 
specifically designed for cleaning spark 
plugs, voltage regulators, contacts, re- 
lays, and circuit breakers with dia- 


says Florida 
Contractor! 


8. F. Preston of Preston Pipeliners, inc., is shown above with 
3 of his fleet of 4 Davis T-66’s and Davis Hustler Trailers. 


“We started off by saving $4,000 on initial capital investment; it 
would cost us that much more for competitive equipment,” says 


mond particles is now offered by Jon- 
ard Int. Corp. 

Called the Diacrom  Burnisher- 
Cleaner, Jonard says it has proven ef- 
fective in the electronics, aircraft, ma- 
rine, and automotive industries. In 
addition to its cleaning effectiveness, 


Preston Pipeliners, Inc., following their purchase of four Davis 
T-66 Trenchers. “Besides there’s not another small ditching 
machine to compare with it. The Davis is more mobile and will do 
twice the work. Most of our jobs are in hard coral. It is impossible 
to hurt the machine because of the torque converter drive and 
hydraulic controls. Our best day has been 2,000 feet in eight hours 
working in sand with some scattered coral.” 


this burnisher serves for other deli- Reports like these ore not unusual from owners of Davis T-66 
Trenchers. Ground-gripping, positive traction with no rubber-tire 
bounce... high flotation—only 3.6 psi...ability to cross 
trenches... and compact design with only 37” width put the Davis 
T-66 on jobs where others can’t operate. It’s a real money-maker 
for trenches ranging from 16” wide, 24” deep to 4” wide, 66” deep. 
Get complete facts on all the high-performance features of the 
Davis T-66 today! 


OTHER PROFIT-RIGGED DAVIS EQUIPMENT 


zz 





DAVIS MEG. INC. 
1515 S. McLean Bivd., Wichita 13, Kansas 


DAVIS T-78 TRENCHER with detachable D-100 Send me free literature and tell me the name 
: : . backhoe can handle any digging assignment ; i 
cate operations such as in servicing | y clgging assig of my dealer for the Davis T-66____ T-78__ 


from 4” to 36” wide to 8’ 4” deep! 
vending machines, washing machines 


and other relay-actuated appliances. 

The shaft is made of nylon, which is 
said to provide greater flexibility of 
use in hard to reach areas. Also, the 


Diacrom burnisher can be used with- pose Beat tweet Sag egy a Pipa vow 
out turning off the power. Service of Or eiee to 90" deep. eee 76-5-1261 
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D-100 Backhoe___ W-36___. Hustler Trailers__. 


NAME 
ADDRESS___ 
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HOMS 
TELEPHONE COMPANY 
PRINTING KIT 


a 

J -; 31G | COM 
.21| 5492] 5493) SIG | Com 

HOLD} 5491) 5492| §493) SIG com 


7 wheels PRINT 


up to 7 numbers 
123-4567 
and these phrases: 


EXT. 7890 
HOLD SIG COM 


actual size and type face 


... On these telephone 
company cards and forms 


All Station Number Cards 
including ANC cards 


Designation Cards 
(Button Set Strips) 


Service Order Forms 
Index Cards 
Switchboard Strips, etc. 


The Homs Telephone Company Printing Kit, 
packed in high-impact polystyrene case 
with unique guide lid for station card print- 
ing, is so compact that installers carry it 
in their tool kits and print any card right 
on the job. Eliminates service center de- 
pendence and gives faster, lower-cost cus- 
tomer service. Over 10,000 kits now in use! 


_ 


Write for further details or 


ORDER TODAY! oni, $19.50 


Plus 10% Federal Excise Tax 


Douglas Homs Company, Dept. TC 
1314 Rollins Road, Burlingame, California 
Area Code 415 342-5551 


delicate equipment, while in operation, 
is possible with this new burnisher- 
cleaner. 

Advantage of the Diacrom, as set 
forth by the company, is extremely 
high abrasive power. The diamond par- 
ticles are held to the surface of the tool 
by means of a bond so that only the 
surface of the diamonds comes into 
contact with the surface to be cleaned. 
The method used in distributing the 
diamonds over the surface, according 
to Jonard, maintains uniformity, leav- 
ing finished surfaces extremely smooth 
and perfectly polished. The bonding 
metal also prevents the Diacrom from 
ever becoming clogged. 

Further, Diacrom is described as 
completely wear-resistant. .. . will 
last almost indefinitely. 

Diacrom Diamond Burnisher-Clean- 
ers are available in three models—one 
for rapid cleaning of industrial relays, 
another, for cleaning intermediate re- 
lays, and a third, for cleaning extra- 
sensitive relays. Request NP1923. 


FLOOR CONNECTOR—Floor Con 
has recently completed the design and 
manufacture of a new telephone floor 
connector, the Model 103. 

The Model 103, according to George 
Gill, Floor-Con owner, was designed 
to enclose the amphenol plug connec- 


tors in most new telephone installations 
using key telephone sets or other com- 
plex equipment. 

Floor-Con allows telephone work to 
be completed in advance of moving, the 
company states, Approved and specified 
by telephone companies, Floor-Con 
connectors are used in industry, busi- 
ness, and government buildings. 

The Model 103 attaches to all makes 
of under-floor ducts, floor boxes and 
single conduits through the floor. Re- 
quest NP1924. 


DIAL-TYPE INTERCOM—What is 
described as the first dial-type loud 
speaking intercommunication system is 
announced by Webster Electric Co. 


Called the LS Series Telecom, the 
system features compact dial-selection 
speaker-receiver units and a fully au- 
tomatic private switchboard. 

The company states the system has 


simple, economical wiring, 
installation is low-cost. 

The switchboard, much the same as 
a community switchboard, provides 
four links (conversation paths). It per- 
mits four simultaneous conversations 
and 23 lines, each line accommodating 
one master intercom station. Any num- 
ber of extensions can be installed with 
each master station. 

John VanHorn, Webster’s Telecom 
engineer, said that the LS Series pro- 
vides all the services of a conventional 
loud speaking intercom; the dial sys- 
tem does not require as much space 
for the same number of stations; the 
central switchboard does away with 
the need for large multiconductor ca- 
bles to each unit; a standard two-pair 
telephone cable, pencil-like in diam- 
eter, connects master stations to the 
switchboard; and the switchboard can 
be located in any convenient spot. 

The dial-type intercom takes no more 
desk space than a telephone, Mr. Van- 
Horn said. A caller merely dials the 
number of his intended party. Both 
calling and receiving instruments emit 
an audible signal to indicate a con- 
versation can take place. The person 
called replies after pressing down the 
talk-listen switch. He may then turn 
the lever to “idle position” and com- 
plete the two-way conversation without 
operating switches. 

Listed as other advantages 
new intercom system are: 

Individual plug-in transistor am- 
plifiers for each link to assure unin- 
terrupted service. 

Diode circuitry, 
moving parts .. 


and that 


of the 


which means few 
. few service problems. 
Standard American-made parts; 
single central power supply unit in 
switchboard cabinet for entire system. 
Special control to adjust “listening 
level’’. 
Standard dial tone and busy tone. 
Dialing and switching circuits inde- 
pendent of talking circuit, for quiet 
operation. 
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Automatic bypass of inoperative or 
busy links. Request. NP1925. 


SOLID STATE INVERTER—The 
first of a series of solid state inverters 
has been introduced by Palo Alto En- 
gineering Co 

The new inverter—Model 4010—is 
designed to power 60 cps equipment 


when only a dec source is available. 
This solid state inverter has a rugged 
housing that can be adapted to rack, 
portable or bench use in the field or as 
an emergency stand-by power source. 

A voltmeter is provided as standard 
equipment for this unit, and output 
voltage can be adjusted +10 percent. 
Provisions are made to connect an 
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external synchronizing signal. 

Protection from line and load tran- 
sients and overloads is built into the 
inverter circuit. A manually reset over- 
load relay saves the expense and time 
of fuse replacement. A fuse is also 
provided for back-up protection, the 
company states. 

Input voltage is 26-30v dc. Output 
rating is 115v single phase, 60 cps, 180 
va. Request NP1926. 


INSULATION CUTTING NUT— 
Suttle Equipment Corp. has announced 
the availability of an insulation cutting 
nut. (U. S. Patent Applied For.) 

Designed for maintenance replace- 
ment and on new product in connect- 
ing blocks, terminal blocks, and pro- 
tective equipment in the telephone, 
electrical, and electronics fields, this 
cutting nut is formed with insulation 
cutting notches on its upper surface. 
A flat washer surface underneath is 
also an integral part of the nut. Indi- 
vidual wires are wound around ter- 
minal studs, the nuts tightened down, 
and the electrical connection is made. 

Labor now expended in stripping 


wires is eliminated, Suttle engineers 
say with the use of the cutting nut. 
Total time for wiring up terminal 
blocks is said to be cut in half. Also, 


the need for separate washers on con- 
nections is eliminated. 

Sizes available are Suttle’s No. 8-32 
thread and No. 10-32 thread, both 
used in the communications industry. 
Request NP1927. 


Manipulating Truth 

There is no wisdom save in truth. 
Truth is everlasting, but our ideas 
about truth are changeable. Only a 
little of the first fruits of wisdom, 
only a few fragments of the boundless 
heights, breadths and depths of truth, 
have I been able to gather—MartTIn 
LUTHER. 
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HAVE 
NOISE PROBLEMS 
ON DIVIDED 
RINGING CIRCUITS <> 


USE 


ORBIT’S 1pp-3 


RINGER 
ISOLATION 
DEVICE 


Thousands in Service / 


USERS REPORT: 


*‘Worth $100.00 each .. .” 

“Completely satisfactory . . . 

“This is what the Industry 
has always needed . . .”’ 


FEATURES: 


RATED TO OPERATE TEN MILLION TIMES 
(MINIMUM) 

FOR USE ON EITHER AERIAL OR BURIED 
PLANTS 

MOUNTING EITHER INDOOR OR OUTDOOR 
RINGING FREQUENCY 16 to 66 CPS 
REPLACES RARE GAS TUBES 

STOPS BELL TAPPING 

ONE UNIT SERVES ALL EXTENSIONS 


” 


Ordering Information 


MODEL TDD-3 $6.50 Ea. 
MODEL TDD-3A $6.95 Ea. 


F.0.B. Virginia 


Write or phone for 


APPLICATION ENGINEERING 
ASSISTANCE 


ORBIT inoustries, INC. 


VIENNA, VIRGINIA 
938-2660 


FROM COLLEGE TO WORK 


Continued from page 21 


experience of college graduates in our 
business, in quantitative terms, and 
see whether this might help to point 
our noses in the right direction. So 
now I am going to give you a few 
figures, and then say what they sug- 
gest to us. 

A generation ago, testing our intui- 
tion we made a first effort to find out 
what relationship there might be, if 
any, between the performance of col- 
lege graduates in the Bell System and 
their scholastic performance in college. 
The results showed that proportion- 
ately, good scholars had progressed 
further in our management than poor 
ones. 

In recent years we have made a 
similar study on a broader scale. We 
took the records of 17,000 college men 
in the business who could fairly be 
compared with each other, and exam- 
ining their records sought the answer 
to the question: “To what extent does 
success in college predict success in 
the Bell System?” 


Salaries Criterion 


As the criterion of success in the 
business, we used men’s salaries. What 
was a man’s salary compared to the 
salaries earned by others who had 
been working in the company for the 
same length of time? This criterion 
was used simply because a man’s pay 
reflects the judgment of his bosses 
concerning his value to the company. 

I realize these judgments are some- 
times off the mark, both up and down. 
But considering the whole group of 
men whose records we have analyzed, 
I know of no measure that would bet- 
ter reflect their responsibilities in the 
business, relative to each other, than 
the salaries paid. 

To measure college experience we 
considered, first, a man’s academic 
achievement; second, his extracurricu- 
lar achievement; third, the extent to 
which he earned his way. 

Now for the results: 

The figures show that the single 
most reliable predictive indicator of a 
college graduate’s success in the Be'l 
System is his rank in his graduating 
class. A far greater proportion of high- 
ranking than low-ranking students 
have qualified for the larger responsi- 
bilities. Forty-five per cent of the men 
in the top academic third were in our 
top salary third; while of those in the 
lowest third of their graduating classes, 
only 26 per cent made the top salary 
third. 

Here is a parallel indicator: Only 21 
per cent of the top-third students were 


in the bottom salary third—but 40 per 
cent of those in the lowest third at 
school were also in the lowest third in 
salary. That is a difference of almost 
two to one, 

Since academic ranking might not 
mean the same thing from college to 
college, we checked out our figures 
against college quality. The colleges 
were grouped in three classes—above 
average, average, and below average. 
This grouping was based on years of 
association with the many colleges 
from which men come to us; on dis- 
cussions with a number of college 
authorities; and on published studies. 

We found that college quality does 
make a difference. For instance, 55 
per cent of the men who ranked in the 
top third in the “above-average” group 
of colleges were in our top salary third, 
and 31 per cent in the lowest academic 
third made the top salary third. We 
also found, however, that top students 
from average or below-average col- 
leges have done better than average 
or low-ranking students from above- 
average colleges. In short, while a re- 
lationship does exist between college 
quality and salary, rank in class is 
more significant. Our figures do not 
say to us that we should look for men 
only in the so-called “above-average” 
schools. On the contrary, the man and 
what he has done are much more im- 
portant than where he did it. 


Extracurricular Activities 


Next, what about extracurricular 
achievement? Well, the data show 
some relationship between a high level 
of non-academic achievement and 
salary later attained. Men who were 
campus leaders reached our top salary 
third in slightly greater proportion 
that those who were not. But it is only 
real campus achievement that seems 
to have any significance. Mere partic- 
ipation in extracurricular goings-on 
does not. 

Finally, if a man earns part or all 
of his college expenses, does that help 
us to gauge whether he will be suc- 
cessful in our business? The facts show 
that this by itself is not a significant 
yardstick. Please don’t misunderstand 
me. Plenty of men who worked their 
way through school have worked their 
way up in the Bell System. But taking 
as a group all men who earned college 
expenses, they are in our different 
salary thirds in much the same pro- 
portion as men who did not. 

Of course, these factors I have men- 
tioned can be combined in various 
ways. For instance, we know the dif- 
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ferent percentages of men in the top 
salary third, depending on the various 
combinations of scholastic standing, 
college quality, and campus achieve- 
ment. However, I see no point in 
drenching you with figures. The main 
thing is that they all re-emphasize the 
points I have already stressed: 

First, the most important single in- 
dicator for predicting success in our 
business is scholastic achievement. 

Second, the usefulness of this indi- 
cator can be improved by taking into 
account college quality. 

Third, extracurricular achievement 
has the least usefulness of any of the 
three indicators. 


Helps in Selecting Men 


Now I have given you the main 
facts. Do they mean that we should 
now proceed to offer jobs indiscrim- 
inately to anyone who happens to be 
in the top third or top half of his 
graduating class? Of course not. That 
would be absurd. There are top stu- 
dents who could no more be good 
business managers than I could read 
Chinese. Furthermore I expect most 
of these men are smart enough to 


know it. 

What we have here, as I said before, 
are some hints—rather strong hints— 
about where to spend the most time 
looking for the men we do want, the 
men with intelligence plus those other 
attributes that give you the feel, the 
sense, the reasonable confidence that 
they will make things move and move 
well. And I will tell you what these 
statistical guide-lines mean to us to- 
day: They mean that more and more, 
we are disposed to look within the top 
half of the college class for the in- 
dividuals to whom we will offer ca- 
reer opportunities. We haven’t yet 
gone all the way on this, but that is 
the general direction. 

I realize some people will disagree 
with this. They will say that hiring 
according to marks will get you only 
certain kinds of people. They wiil say 
that other statistical studies suggest 
contrary conclusions. They will say 
that in many schools today, every 
man who graduates has met a high 
standard. They will say that by look- 
ing only in the top half, we shall be 
denying opportunity to the lower half. 

As to the first point, we have no 
idea of hiring according to marks alone, 


and I think I have already made that 
clear. As ‘to other statistical studies, I 
know of none that has anything like 
the weight of ours. To our best knowl- 
edge, there is none other of compara- 
ble depth and breadth. The main com- 
ment I would make on all the points 
raised is this: 

No one can dispute that many be- 
low-average students may become 
above-average managers. And, ad- 
mittedly, there are men who make 
low grades in college but have plenty 
of brains. Nevertheless, we who em- 
ploy college graduates must be con- 
cerned with the relative probability. 
Hiring the wrong man is costly in 
time, effort, and money, frustrating 
to all concerned, and dangerous for 
the future. There will always be some 
mistakes made in the hiring of people. 
The question is—how can we make 
as few mistakes as possible? And how 
can we disregard the evidence that 
confronts us? 

When you hire a man of high in- 
telligence but low grades, in effect 
you have to bet that a drive he hasn’t 
yet shown will show after he goes to 
work. If, on the other hand, you are 
considering a high-scholarship man, 


beauty, uniformity 
and economy! 


FLOOR-CON allows all telephone work to be completed in advance 
of moving. Approved and specified by telephone companies, 
FLOOR-CON is used exclusively in many large buildings in busi- 
ness, industry and government. Attaches to all makes of under- 
floor ducts, floor boxes and single conduits through the floor. 
All necessary fittings will be supplied to adapt Fioor-Con to your 
particular duct system or Floor Installation — specify type and 
make in use. 


Model 103 includes the matching cover in chrome or brass satin 
finish. The cover encloses the amphenol plugs and jacks when 
used with key telephone sets or other complex equipment, 


Additional connecting blocks and miscellaneous equipment can be 
mounted on the back of all models. 


IF NO CONDUITS ARE PROVIDED, FLOOR-CON CAN BE SCREWED 
DIRECTLY TO THE FLOOR. NO FITTINGS ARE NECESSARY. 
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free from telephone equipment 


Conceals all wiring—Desks are 
Ends needless marring of office furniture PAT. #2854166 


Chrome or brass satin finish. 
Accommodates 3 44A Conn 
ecting Blocks. 


Model 104 (Not Shown) 


Chrome or brass satin finish. 
Accommodates 4 44A Connecting Blocks. 


DISTRIBUTED BY 
GRAYBAR ELECTRIC COMPANY 


PRING STREET / LOS ANGELES 12, CALIFORNIA / MAdison 4-5400 
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SUPERIOR 


TANGENT 
SUPPORTS 


Superior Tangent Supports TS 
222 and TS 934, constructed of 
galvanized steel, provide a 
low-cost, simple method of 
supporting I.M. (Integrated 
Messenger) wire products. TS 
222 will support a steel mes- 
senger of .062 diameter. TS 934 
will accommodate steel mes- 
sengers of .083, .109 and .134 
diameters. Both tangent sup- 
ports hang on the 7/16” diame- 
ter drive hook, 


For prices, write 


SUPERIOR 
CABLE 


SUPERIOR CABLE CORPORATION 
5581 HICKORY, NORTH CAROLINA 
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your bet is that a drive already dem- 
onstrated will be sustained. 

Of course, there are other equally 
important factors—integrity, creativity, 
personality characteristics. But these 
you must judge in both cases anyway. 


The “Just Getting By” Students 


Suppose you were weighing the 
choice. Which way would you lean if 
you were hiring thousands of college 
men? Sometimes our college employ- 
ment people pick lower-scholarship 
men, but they need to feel strongly 
that other factors justify this, for they 
know they are betting against the 
odds. 

And here I will make a personal 
guess with no statistics at all to back 
me up. My guess is that there are 
many more representatives of the di- 
plomaship formula down in the lower 
ranks of college classes than there 
are on the top side. So I put it to you: 
As we look for career managers, why 
should we spend a large part of our 
effort searching among men who have 
made a career of just getting by? The 
proper goal of a business can’t be just 
to get by. No enterprise with that ob- 
ject in life will be able to do what 
the times demand. But if we should 
content ourselves with get-by people, 
that is the way they would shape the 
business. 

Now I have been talking in plain 
terms, some of them critical. But we 
are much more critical of ourselves 
than of others. There is another side 
to all this, and that is how a business 
influences men after it employs them. 
You remember I remarked that if we 
build a strong base of fine people, and 
then run the business so that they 
cannot grow, then heaven help the 
business. Just as important, if good 
men do not have full opportunity and 
encouragement to grow, that is a wrong 
to them. 

So we come to these questions: How 
do our ways of working affect men’s 
capabilities? How can we better judge 
the developing talents of different 
men so that all talents will be used 
to best advantage? How smart are we 
in bringing out a man’s best, and also 
in gauging his true potential on the 
basis of his actual experience with 
us? These questions are crucial. 


Must Help Managers Grow 


I wish that in answering them, we 
could ‘say that every boss had the 
savvy needed to help and _ inspire 
everybody who worked for him, and 
had the insight too to judge his men 
well. But this simply is not the way 
things are. Too many bosses cling to 
established methods of working just 


because these methods have been suc- 
cessful in the past. Not enough of 
them realize that helping tomorrow’s 
managers grow is one of their prime 
responsibilities. Too few have the abil- 
ity to discern potential talent and 
then challenge and test and release it. 

Of course you keep trying every 
way you can to get these things done 
better. But I want to tell you briefly 
about just one of the efforts we are 
making, for this is a bit unusual. 

About six years ago we started a 
long-range study of the experience 
and performance of a group of 425 
young managers in six of the Bell 
telephone companies. The idea was, 
and remains, to learn everything we 
can about each one of them—his per- 
sonal assets and liabilities, changes in 
his point of view, the step-by-step in- 
fluence of his experience on his char- 
acter and capabilities. To get this 
knowledge, experienced management 
men and a group of psychologists work 
closely together. 


Studied Every Several Years 


The men who entered the study 
were first examined and tested every 
which way, physically and mentally, 
during a period of several days. Then 
they were carefully rated. 

Each year thereafter, each man has 
been interviewed. These interviews re- 
view in detail the man’s experience 
and progress, his successes and fail- 
ures, his hopes and his goals. Every 
several years it is planned to repeat 
the full assessment. 

Incidentally, all the information ob- 
tained is kept in confidence at an in- 
dependent research institute, and each 
man knows that nothing pertaining to 
him as an individual will be reported. 
Also, we realize that when you study 
a group of men, this in itself tends to 
have some influence on them. We do 
all we can to minimize this, and to get 
our information in such a way that 
their normal life in the business will 
not be interfered with. 

Now, what are we getting out of this 
undertaking? The short answer is that 
we get a far more thorough, complete 
knowledge of a group of men in our 
business than we ever had before— 
knowledge of their qualities, their 
shortcomings, and the impact that our 
working environment makes on widely 
different individuals. The purpose of 
course is to use this knowledge to do a 
better job not only in hiring but also 
in developing tomorrow’s managers. 

This by its very nature is a long- 
range project. But already it is having 
some very practical results. 

For one thing, what we have learned 
about this group of men strongly sup- 
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ports our conclusion that scholarship 
is a good indicator of business success. 
We have all the more reason, there- 
fore, to organize our program for em- 
ploying college graduates along the 
lines I have already indicated. 

Another thing we learned early was 
that many of the men thought our 
initial training procedures were dull 
and boring. So in several of the Bell 
companies, we have been working to- 
ward a quite different way of starting 
college graduates off. 

The usual practice has been to as- 
sign a man temporarily to first one 
department, then another—a few weeks 
at a time—so that he could get a gen- 
eral picture of the business. Then, 
after quite a few months of this, he is 
given a real job to do. The experimen- 
tal program is quite different. The 
new man gets one week of initial train- 
ing. Then he is assigned to a manager 
who has extensive responsibilities, and 
the latter immediately gives him a real 
job to perform—not “made work,” but 
something that needs to be done and 
demands right away the level of in- 
tellectual effort and application that 
the recent graduate has been trained 
for. Of course the manager supervises 
and gives direction; but the responsi- 
bility is the man’s, and he knows that 
what he is called on to do is a regular, 
necessary part of our business opera- 
tion. This is still training—but with a 
difference. Naturally the man who 
gets an assignment under these con- 
ditions has an immense amount to 
learn; but the basic concept is that 
when he has to get a real job accom- 
plished this will greatly increase his 
motivation to learn—for he must learn 


many things in order to carry out the 
mission. 


Must Have Room To Achieve 


I should add that the manager un- 
der whom he works is carefully chosen 
and trained. It is vital that he give 
the new man room to achieve some- 
thing on his own—and also, room to 
fail. Of course we don’t want anyone 
to fail. We want each individual to 
succeed. But ability to assume respon- 
sibility successfully can only be learned 
when a man has the latitude to fail. 

This kind of initial training has 
spread quite a bit in our business in 
the last few years. You might well ask, 
“Why shouldn’t it? It only seems like 
common sense.” I feel that way about 
it too. It certainly checks with my own 
early experience, when I was fortu- 
nate enough to have bosses who didn’t 
waste any time in giving me real jobs 
to do. But the point here is to work 
things around so that good and excit- 
ing early experience will be less de- 
pendent on mere good fortune, less a 
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Ready for any weather... 
CF&I Galvanized Steel Strand 


CF&I Galvanized Steel Strand, for messenger, guy or 
ground wire, is no fair weather friend. 


Designed to provide the right combination of flexibility 
and strength, CF&I Galvanized Strand wears a continuous 
coating of water and corrosion resisting zinc. Available in 
both 7 and 3 wire constructions that meet ASTM Specifi- 
cations A-122 and A-363, CF&I Galvanized Steel Strand 
can also be tailor-made to match your own individual 
requirements. 


For further information and immediate delivery, contact 
your nearby CF&I warehouse or your local 

electrical distributor. The Colorado Fuel and 

Iron Corporation, Denver, Oakland, New 

York. Sales offices in key cities. 
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B,C, D, E, & G 
CABLE LASHERS 


Special Purpose Tools to Specifications — Catalog on Request 


Over 600 various items of Line Construction Tools, Maintenance 
& Pressure-Testing Equipment in stock for immediate shipment 


matter of chance, less hit-or-miss. 

A third result of our study of the 
425 men was not foreseen when we 
started it. You will remember I said 
that the men went through a thor- 
ough assessment by experienced man- 
agement men and psychologists. This 
is not just a matter of answering 
questions. It also includes the assign- 
ment of real-life management prob- 
lems of the kind we have to deal with 
in our business every day. Singly and 
in groups, the men work on these prob- 
lems that test their judgment, their 
ability to deal with other people, their 
leadership qualities, their perform- 
ance under stress. This is all done 
under observation and each man’s per- 
formance is carefully rated. 


Tried in Top Management 


Some plant department managers in 
one of the Bell companies heard about 
this and asked if the same procedure 
couldn’t be tried with employees who 
were being considered for promotion 
to the first level of management. To 
make a long story short, this was done 
and the results were eye-opening. It 
was found that a high proportion of 
the men under consideration simply 
did not qualify for supervisory jobs. 

Today these assessment procedures 
are being used at 17 locations through- 
out the country to help management 
do a more selective, more careful job 
in promoting employees from. the 
ranks. By such means the local man- 
agers of the business are much better 
able to reach right decisions and avoid 
costly mistakes in evaluating people. 

Can similar means help us reach 
right decisions further up in the organ- 
ization? Only time and _ experience 
will tell. Last summer one Bell com- 
pany decided to use the same kind of 
procedure to aid its judgments on a 
number of men in middle management, 
and the head of that company tells me 
the results were very useful. But a 
thing of this sort has to prove itself 
step by step, and looking to the future 
I can only say—we shall see. 


Long-Range Research 


All of this, as I indicated, comes out 
of our study of the 425 men. And a 
point worth stressing is this: To im- 
prove your attack on hard problems, 
sometimes it helps greatly to take very 
special steps. This study, for example, 
is a piece of long-range research. Yet 
the knowledge it is yielding has al- 
ready pushed many managers in our 
business into new, more promising ac- 
tion. This is always what you are after 
—but sometimes, as I say, you can 
only generate the push by extraor- 
dinary means. 

Will the study yield further knowl- 
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edge in future years? We certainly 
hope so. Most of the 425 men are con- 
tinuing in the business, and we are 
continuing to keep track of what hap- 
pens to each one. Some are moving 
further and faster than others. Some 
will succeed and some will fail. When 
we know just how and why they suc- 
ceed or fail, then we can systematically 
compare this knowledge with what we 
knew about them when they were first 
hired. Using these findings, we then 
hope to be able to make better judg- 
ments in choosing men for high-level 
jobs as well as for their earlier man- 
agement jobs. And to refer again to 
the initial hiring, we shall be better 
able to choose between good students 
who would not do well in our business 
and those who are more likely to suc- 
ceed. 

Can we find personality factors that 
contribute to failure? Are good and 
poor performers basically different in 
their attitudes toward money, family 
affairs, satisfaction in work? Does the 
eager-to-please young man really have 
as much on the ball as his smiling 
willingness might lead one to think? 
Why does one man start like a whiz 
and then tail off, while another starts 
slowly but keeps on picking up speed? 

The better we can answer questions 
like these, the better job we shall do 
in selecting, training, and helping to 
develop the managers the future needs. 

Now, I am sure you have observed 
that all through this talk I have been 
discussing two aspects of a single basic 
question: How do we continuously keep 
building the best managment we can? 
One aspect is the preparation for the 
future that men obtain in their college 
experience. And I think the point I 
have made is simple and clear: In em- 
ploying college graduates, we need to 
center our attention primarily among 
the men who have done well in their 
academic work. 


Second Aspect 


The second aspect is our own re- 
sponsibility to help men develop their 
powers after they have joined the 
business. The proper goal as I see it 
is that everyone should have the op- 
portunity and encouragement to do his 
best and realize the satisfaction that 
only this can give. Everyone of course 
cannot be in the top tenth or quarter 
or half of any organization, and it is 
not to be thought that any individual 
is intrinsically more important than 
another. The need is for everyone’s 
best according to his abilities. But 
these alone should mark the bound- 
aries of a man’s progress, and his 
course should be as little affected as 
possible by luck and by other people’s 
superficial judgments. 
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To conclude now, I strongly believe, 
that genuine excellence in manage- 
ment is vital to the nation’s welfare 
and to our competence and leadership 
in world affairs. The challenge to 
achieve this strikes equally at you in 
the world of the colleges and at us in 
the world of work. And it seems to me 
further that the essential question be- 
fore us is: What are the basic values 
that men are learning to live by? 

Earlier I used the term “diploma- 
ship” to describe a kind of value that 
in my judgment lies squarely across 
the path of excellence. And I asked, 


SELF-PROPELLED 


TRENCHER 
MODEL 7200 





are the colleges doing all they can to 
create a different view? But the same 
questions should also be addressed to 
ourselves in industry. Are we doing 
all we can? 

I think it essential that all of us do 
more—much more. Not you alone, or 
we alone, but all of us. In our time 
too many people have come to see their 
futures in terms of circumstances out- 
side themselves, in terms of an insti- 
tution that will do something for them. 
This value is upside down. The future 
must be seen in terms of what a man 
can do to contribute something, to make 


| Rugged, trouble-free POW-R- SPADE digs down to 6tt.! 


| Yes, this larger seli-propelled POW-R-SPADE 
| is new... to you. But to the engineers and 
development people at Stampings Inc. it is 
several years old. During that time this new 
| machine has been severely tested and proved. 
Now we can offer a larger size POW-R-SPADE 
confident that it will stand up under toughest 


digging conditions. 


Every part is designed 


and constructed with an extra margin of 
ruggedness and strength to eliminate break- 


| down possibilities. Model 7200 digs to 6 ft. 
deep in widths of 4 and 6 inches; 8 and 12 
inch widths to proportional lesser depths. 


Built-in towing bar for moving to the 
job behind car or truck. No trailer is 
necessary. Four digging speeds up to 
15 ft. per minute depending on soil 


<4 AMERICA’S MOST POPULAR LIGHTWEIGHT TRENCHER 


This is the machine that has won the loyalty and respect of 
users all around the country since its introduction in 1956. 
Today there are more in use than any other in its class. Rec- 


ommended for trenchin 
where 3” width by 24” 


to lay cable, conduit, pipe, tubin 
epth is sufficient. In the words of sat- 


isfied users... “a labor saver, easy to operate, and profitabie.” 


Model 1902. Digs 3” wide to 
24” deep or 4” wide to 18” 
deep. Light weight, compact, 
portable. Digs 142 to 17 ft. per 
minute depending on soil con- 
ditions. Digs straight, curves, 
or angles. One man operation 
from start to finish. Shipped 
completely assembled. 
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2-CONDUCTOR 
Parallel Line Wire 


MEETS LATEST REA 
SPECIFICATIONS 


Why pay up to $27 or more per M’ for 
#14-2/C “Rural C”. Now, thanks to 
COLEMAN’s manufacturing know-how, 
you can save big money on every order 
and still get wire made to highest stand- 
ards of efficiency and long life. 


SPECIFICATIONS 


Conductors: 2/C #14 Solid—30% Extra High 
Strength Copperweld 
Breaking Strength: 1100 Ibs. 
DC Resistance: 91 Ohms/Loop Mile 
Dimensions (Nom.): .145” x .280’ 
Insulating Jacket: High molecular weight 
extruded black polyethylene 
Net Weight: 38 Ibs./M’ 
Nom. Reel Length: 5000’ 
Gross Wt. Per Reel: 225 Ibs. 
F.O.B. River Grove, Illinois 


SAVE MORE MONEY! 
Full Freight Allowed On 300 Ibs. (10 M’) Or More 


COLEMAN Cable & Wire Co. 
1900 N. RIVER ROAD * RIVER GROVE, ILL 


IMMEDIATE DELIVERY—ORDER TODAY 
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COLEMAN CABLE & WIRE CO. 
1900 N. River Road, River Grove, Ill. 
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something better, to make it go where 
he believes with all his being that it 
ought to go. Opportunity is not so 
much in the situation, as in the en- 
thusiasm, the intelligence, the judg- 
ment and courage that men bring to 
the situation. Where do interest, vital- 
ity, the sense of challenge, and ethical 
awareness come from? Are _ these 
things that work gives to a man? No, 
they are not. These are things that 
men bring to work. And when educa- 
tion, business, and government all re- 
inforce each others’ efforts to help 
men grow as bringers, then and only 
then, I believe, we shall have excel- 
lence indeed. 

Particularly to the undergraduates in 
this audience, I would say as a final 
word: One of the most popular shows 
on Broadway this year is called, “How 
to Succeed in Business Without Really 
Trying.” It is a funny show and if you 
get to see it, I think you will enjoy it. 
However, I do have one suggestion—I 
wouldn’t take any notes. 


ANNUAL REVIEW 


Concluded from page 33 


type of wall material. In the use of a 
tone signal to locate pre-wiring in a 
wall, there is a definite requirement 
for a rather restricted level of output. 
Too high an output makes it difficult 
or impossible to accurately locate the 
wire. The buzzer used in this tone 
generator requires much less frequent 
adjustment as a result of a more ef- 
ficient armature and contact arrange- 
ment. 
* 

TONE LOCATOR (Fig. 6). Orbit 
Industries also has developed the TL-2 
Tone Locator, designed for use with 


Fig. 6 Tone locator TL-2. 


the Tone Generator TG-1. The loca- 
tor is a 60 db self-contained, three- 
stage transistor amplifier that is used 
with a lineman’s test set. It will accu- 
rately locate wiring concealed behind 
lath, dry wall and metallic foil insula- 
tion. 
(To Be Continued) 


COMPETITION 


Continued from page 25 


I submit, however, that the specula- 
tion in telephone properties today is a 
direct parallel to that which occurred 
in the electrical industry some 30 years 
ago. I further submit that, if we can- 
not bring ourselves to police ourselves, 
the telephone industry will nonethe- 
less be policed. 

This is the age of political excesses. 
When an administration can exert 
enough influence to force the com- 
petitive steel industry to maintain a 
status quo in the price of its products, 
without any legal justification for do- 
ing so, who can forecast the stringency 
of controls and regulation to which 
even the smallest telephone company 
would be subjected, if the federal gov- 
ernment is given a reason to intervene? 

Competition among established tele- 
phone systems in the inevitable inte- 
gration of telephone properties is not a 
bad thing in itself. The operating 
companies are concerned with book 
values and the prospect of adequate 
earnings to support the price of their 
securities. When such basic considera- 
tions are ignored, however, and when 
speculator competes against speculator 
in reckless bidding for properties, their 
collision of interests has a detrimental 
effect on the dignity and integrity of 
the entire telephone industry. 


If earnings great enough to support 
the inflated price of speculative secu- 
rities fail to materialize—and I don’t 
see how they can—the price of such 
securities is bound to drop, disillusion- 
ing the investing public, not to mention 
those who may have traded their tele- 
phone company for dubious securities 
in the first place. The hue and cry 
that will follow will not fall on deaf 
ears. Already there are indications of 
government’s awareness of the situa- 
tion. In February of this year, Norman 
M. Clapp, Administrator of the REA, 
included a statement of his personal 
feelings in this matter in an address 
delivered before the Minnesota Tele- 
phone Association convention, and I 
quote: 

“If financial promoters move in 
on the small telephone companies; if 
such promoters are allowed to sub- 
stitute their tortuous tentacles of 
control for sound, responsible local 
management; if they are permitted 
to fashion a blue-sky type of finan- 
cial pyramid out of token equities in 
operating telephone companies; then 
this industry . . . and the future of 
good local service are in deep 
trouble.” 

As has been noted, we in the tele- 
phone industry already are competing, 
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Now you can kill and repel wasps, hornets and other 
pole nesting insects from a safe distance. Snex Bomb 
Holder poles are available in multiple four-foot 
lengths. A jam-free operating mechanism affords easy 
spray application with positive control from the 
ground. 


Magnolia Snex Pytrethrum Spray is a powerfully 
toxic repellent, harmless to humans, but effective 
against insects for 30 days. Snex Spray can also be 
used to repel gnats, flies and mosquitoes from 
telephone booths. 
Other specialty Sapte rete 
for telephone linemen 
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Slit and Cut Cable Sheath.Fast and Easy! 
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| CABLE SHEATH 
Ocala «i | SLITTER 


Williston No. N-62267 

Just the tool needed for slitting most 
of the outdoor, heavy-duty types of 
cable coverings — large or small 
diameters. 

Cuts into cable jacket at any point 
: without previous notching. Size 6”x 
eee eee ee j 1%)”. Price with 2 blades $4.20. 


RING CUTTING@ “Ss 
CABLE TOOL 


A Directory for the | No. N-2060 


‘ : A real handy tool for ‘‘ring"’ cutting the sheathing of INSIDE 
Florida Telephone Corporation TYPE plastic, fabric, or rubber covered cable 3/4” to '”, 


or thin sheathed cable up to 1” diameter. Cut through cable 
Printed by sheathing limited to '/32”. Price $7.40. 


Write for catalog. 
R. R. Donnelley & Sons Company 


the wees P. K. NEUSES, INC. 
2223 South Park Way, Chicago 16 


Small Tools for the Communication Industry 
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GHO special 


services to 
telephone 
companies 


More than 60 years of service in 
every phase of telephone opera- 
tions and construction back up 
Gustav Hirsch Organization, 
Inc., in the following special 
services: 


— Appraisals of communication 
system properties 

— Representation of telephone 
utilities in rate matters 

— Preparation of depreciation 
and plant replacement 
schedules 

— Years-ahead master planning 
of telephone service 

— Preparation of Pro-Forma 

operating statements to aid 

in financing expansion and 

rehabilitation programs 
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GUSTAV HIRSCH~ 
ORGANIZATION, INC. 


COLUMBUS 12, OHIO 
HUdson, 8-0611 
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| government 


| lysts, 
| “glamour growth” 
| phone company stocks. We can con- 
| vince regulatory bodies of the serious- 


|} ing an atmosphere 





directly or indirectly, with the gov- 
ernment in many areas of endeavors. 
And let me repeat: With the present, 
frantic competition for poorly-financed 
acquisitions, the Independent industry 
is subject to governmental interven- 
tion and “corrective” legislation, the 
extent of which could be more harsh 
than necessary in order to serve the 
interests of those who encourage the 
hamstringing of private ownership. 


To avoid collision with the govern- 
ment, then, and to avoid further gov- 
ernment competition, we must work 
toward cohesion within our own in- 
dustry. It will not be easy. Neither 
will it be without sacrifice. Typically, 
some of the innocent will have to 
suffer, particularly if certain account- 
ing and financing restrictions are im- 
posed on all. Yet unless all of us do 
sacrifice to obtain cohesion in the in- 


| dustry, we will surely permit a few 
| to hold us upon a collision course with 


government, the possible consequences 
of which far overshadow the sacrifices 


| necessary. 


Moreover, we can combat further 


competition by standing 
ready to provide any special telecom- 


| munications service, any special facili- 
| ty to any governmental agency 

speed and efficiency, and at reasonable 
| rates. If we do not, we have no one 
| but ouselves to blame when the gov- 


with 


ernmental agency provides for its own 
communications needs. 

Beyond this, we can educate our- 
selves and others as to the over-all 
ramifications of speculative practices 
in the telephone business. We can cre- 
ate an awareness of these practices 
among employes, shareholders and in- 
dustry associates. We can talk to in- 
vestment bankers and security ana- 
pointing out the fallacies of 
in regulated tele- 


ness of the problem and indicate pos- 
sible courses of action. 


Most important for the years ahead, 


| however, we can seek out and censure 


those who are responsible for condon- 
in which these 
abusive competitive forces have grown 


| and flourished. And just who is re- 


sponsible? Who must take the blame? 
. We, my friends, You and I. 
All through these remarks, we have 


| referred to “the government” as though 


it were some sort of monster, awaiting 
its chance to consume us. If this is 
true, it is we, as individual Americans, 


who are the Frankensteins who have 
| created 


the monster. We have not 
initiated the fruitless efforts to change 
the basic laws of economics through 
legislation, but we have condoned 


them, and thereby permitted the crea- 
tion of competitive forces that could 
destroy our Independent existence. 

I call, then, for our industry to 
awaken from its lethargy to meet this 
challenge as we have met others in 
the past. Together we can restore high 
standards of ethics in our business and 
in our government, provided that we 
are willing to accept responsibility for 
such standards within our individual 
selves. 


Illinois Contractors’ Named 
Koehring Distributor 

Illinois Contractors’ Machinery, Inc., 
Elmhurst and Peoria, Ill., has been 
named distributor for northern Illinois 
by Koehring Division of Koehring Co., 
Milwaukee manufacturer of crane- 
excavators, paving equipment and off- 
road haulers. 

Illinois Contractors’ Machinery also 
has a branch in Rock Island, Ill. The 
company’s Koehring territory covers 
all counties in Illinois north of and 
including Hancock, Schuyler, Cass, 
Menard, Sangamon, Christian, Shelby, 
Cumberland, Clark and the Indiana 
counties of Lake, Porter, LaPorte, 
Starke, St. Joseph and Marshall. 

Included in the Koehring equipment 
line are crawler and truck 
crane-excavators, “Skooper’—a _ high 
capacity excavator-loader, Tribatch 
and Twinbatch pavers, finishing equip- 
ment, Sprawler, and Dumptor, an off- 
road haul unit that features dual con- 
trol and pivoting seat for quick “no- 
turn” hauling operations. 


mounted 


A. Pawlak was elected 
treasurer of Reliable Electric 
Co., Franklin Park, Ill, at the 
annual meeting of its Board of 
Directors. Mr. Pawlak has for 
several years served as control- 
ler and has handled personnel 
functions for Reliable. He will 
continue to hold the title of con- 
troller, 


Michael 
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SPLICE ENCAPSULATION and 
CABLE PLUGGING SYSTEM 


Proven Method for use on all types of 
Multi-conductor Communications Cable 
Fire and Police Alarm Cable 
Traffic Control Cable 
Cathodic Protection Cable 
Co-axial and Video Pair Cable 
Railroad Signal Cable 


Can be used with 
LEAD and PLASTIC 
JACKETED CABLE 


PAPER, PLASTIC, PULP and RUBBER 
CONDUCTOR INSULATION 


Ideal for Aerial, Duct, Direct Earth Burial and 
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INTERCEPT CONNECTOR 


For Six Lug 
Terminal Block 


a 
NEW FEATURES 
= « y G 


« 5/16" Width—allows more 
room to work on adjacent 
lugs. 

Locking Device — prevents 
interceptor from being dis- 
connected. 

e Spring Clips—coated with solder—eliminates possibility of corroding. 
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(STRAIGHT) (MACHINE) 


“RED” 


Part No. NR-500 


For Eight Lug 
Terminal Block 


NEW FEATURES 


© Monarch Interceptor for Eight 
Lug Terminal Blocks. 


e Solder Coated Spring Clips—Exclusive Monarch Process. 


(OPEN) (MACHINE) 


"YELLOW" "RED" 


Part No, GTY-1100 Part No. GTR-1200 


MATERIALS: PLASTIC—Hi Impact Thermo Plastic. 
SPRING—Stanless Steel, Type 302—Solder coated. 

PACKAGING: Six Lug—100 per box, 1600 per shipping carton. 
Eight Lug—1!00 per box, 1000 per shipping carton. 

GUARANTEE: GUARANTEED to operate satisfactorily. 


TESTS: Each Intercept Connector individually tested for 
continuity. 


FOR FURTHER INFORMATION CONTACT 


MONARCH MOLDING INC. 


120 LIBERTY ST., TEL. 99, COUNCIL GROVE, KANSAS 





A complete telephone directory 
publishing service 
300 Montgomery Street 
San Francisco 4, 
California 


2911 Bond Street 
Everett, Washington 


121 S.W. First Street 
Beaverton, Oregon 


116 South Rusk Street 
Kilgore, Texas 


130 East Lime Avenue 
Monrovia, California 
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New Officers Elected 
At Malleable Iron Fittings 


Robert E. S. Thompson has been 
elected president and general manag- 
er of Malleable Iron Fittings Co., Bran- 
ford, Conn. He replaces T. F. Ham- 
mer, grandson of the founder, who has 


From left: Albert S. Fehsenfeld, new 
executive vice president; T. F. Ham- 
mer, new chairman of the board; and 
Robert E. S. Thompson, new president 
and general manager. 


been president for 27 years. Mr. Ham- 
mer is assuming the title of chairman 
of the board. 

Albert S. Fehsenfeld has _ been 
named executive vice president and D. 
Richard Smith, formerly of Jones and 
Laughlin Steel Co., has been named 
assistant to the president. 

Mr. Thompson formerly was vice 
president and director of Gulf States 
Land and Industries, Inc., and Mr. 
Fehsenfeld formerly was eastern sales 
manager of Black and Decker Co. 


Management Changes Affect 
Eight at L. M. Berry 


Management changes announced by 


| L. M. Berry and Co., directory adver- 


tising firm, have affected the positions 
of eight men. 

M. A. Randall has been appointed 
district sales manager in the firm’s 
Tennessee division, and will be head- 
quartered in Nashville; E. J. Smith has 
been transferred from the Mississippi 
to the Alabama division to become dis- 
trict sales manager of the south Ala- 
bama district; E. R. Caufield has moved 
from the Alabama to the Mississippi 
division to assume a position as Mis- 
sissippi district sales manager; and 
W. E. Orgain has been elevated to 
district sales manager in the Tennessee 
division. 

The creation of new sales training 
posts in the two divisions of the com- 
pany’s Wisconsin territory and in the 
territory itself have resulted in new 
appointments for three: W. M. Dailey 
has been appointed sales training man- 
ager of the Milwaukee division; O. W. 
Geier has become sales training man- 
ager of the Wisconsin division; and 
C. W. Pruess has been named tele- 


phone sales manager for the Wisconsin 
territory. An eighth appointment has 
made H. R. Hommel office manager of 
the Kansas City office, headquarters 
for the company’s western division 
operations. 

Mr. Randall has been with the di- 
rectory advertising firm for almost 10 
years, having joined the company as a 
salesman in the Wisconsin division in 
June of 1953. He became a sales super- 
visor in the Wisconsin division in 1956, 
and was elevated to district sales man- 
ager in 1959. Mr. Randall was ap- 
pointed Milwaukee division sales man- 
ager the following year, and continued 
to serve in this capacity until his re- 
cent transfer to the Tennessee division. 

Mr. Smith started with the firm in 
February of 1954 as a Mississippi divi- 
sion salesman, and was appointed a 


M. RANDALL 


sales supervisor for the division in 
1957. He was named sales manager for 
the division late in 1959, and held the 
position until his recent move to Ala- 
bama. 

Mr. Caufield has served with L. M. 
Berry and Co. for more than 12 years, 
starting with the firm early in 1950 
as a salesman in the Alabama division. 
He was appointed a sales supervisor in 
1955, and became district sales man- 
ager for the south Alabama district in 


H. CAUFIELD W. ORGAIN 


1960, a position he held until his recent 
Mississippi division appointment. 

Mr. Orgain started with the firm in 
1948 and spent his early years in sales 
work in the Alabama and Louisiana 
divisions. In 1953, he moved to the 
Mississippi division to become district 
sales manager, and in 1955 was ap- 
pointed directory supervisor in the 
Kentucky division. Mr. Orgain was 
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Everything 
FOR 


LINE CONSTRUCTION 


JACK PRUZAN COMPANY 
1963 First Avenue South 
Seattle 4, Washington 
Phone: MAin 4-6505 


CABLE CONSTRUCTION CO. 


1512 Center St. Tacoma, Washington 
ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


Electric Power and Communications 
Construction 


E. & C. CONTRACTING CO. 
Box 191 


Paoli, Indiana 
Phene 7821 


TELEPHONE CONSTRUCTION 
COMMUNICATIONS CONTRACTORS 
TV CABLE CONSTRUCTION 
CORCORAN CONSTRUCTION CO. 


Mankato, Minn. 
P. O. Box 104 Phone 8-5568 


TELEPHONE CARRIER SERVICE 


P. O. BOX 1211 
CORSICANA, TEXAS 
AREA CODE 214 TR 2-1846 


ENGINEERING—INSTALLATION—-MAINTENANCE 
REPAIR. CARRIER—MULTIPLEX—REPEATERS 


TUDOR AND YAGER, INC. 
Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


transferred from Kentucky to the Ten-| 
nessee division in 1958, and carried out} 
sales assignments in the division until 
his recent promotion to district sales 
manager. 

Mr. Dailey has been with the com- 
pany since 1951, hired as a salesman 


EVERY MONTH 


“More and More 
Telephone Esapecles 
use DIRECTORIES 
produced 
by 


' LELAND MAST 
DIRECTORY COMPANY 


J. C. BARNARD & ASSOCIATES, INC. 


Professional Engineers e Contractors 


OUTSIDE—INSIDE 
AERIAL—UNDERGROUND 


Complete Construction & Engineering Services 
10065 Manchester Rd. © St. Louis 22, Mo. 
YO 6-2116 





W. DAILEY 0. GEIER 


in the Wisconsin division in April of 
that year. He was named sales train- 
ing supervisor for the Wisconsin divi- 
sion in 1955, and served as training 
supervisor until his appointment as | 
Milwaukee sales training manager. 

Mr. Geier started with the firm in| 
1957 as a Wisconsin division salesman, | 
then became a district sales manager 
for the division in 1960, and served in 
this capacity until his recent training 
appointment. 

Mr. Pruess, hired as a Wisconsin 
division salesman in 1954, became a 
district sales manager in the Milwau- 
kee division in 1960, and served as 


CABANISS-POGUE COMPANY 


Consulting Engineers 
Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 


Consulting Engineers 
121 S. Pickney St. Madison 1, Wis. 
Telephone Alpine 6-0247 


Professional Engineers —- Contractors 


Central Office Installation 
Cable Splicers, Plant Crews, Installer Repairmen 


HENKELS & McCOY 


Cc. PRUESS H. HOMMEL PHILADELPHIA, PA. 





district sales manager until his most 
recent territory appointment. 

Mr. Hommel, who joined the com- 
pany in 1957, carried out sales assign- 
ments from 1957 until January of this 
year. In January he was transferred 
from the sales to the clerical depart- 
ment, then became division office 
manager in May. 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Appraisals—Original Cost Studies 
Toll Separations—Plant, Traffic 


and Commercial Engineering 
176 West Adams St. 


PUBLIC UTILITY CONSTRUCTION Chicago 3, Ill. Tel: 


HARRIS-McBURNEY | COMPANY 


ESTABLISHED 1935 _ A see hes cs 
1006 AIRPORT ROAD * JACKSON, MICHIGAN P.O. BOX 267 * TEL. 784-6126 


A complete construction service for the telephone industry 


a Construction Crews 
Cree” Station Installers 
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Cable Plowing Underground Duct Systems 


FRanklin 2-5924 
THE 


MERIC hws 


PPRAISAL 


COMPANY 


C.O. Installers Cable Splicers 





CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 


HELP WANTED 


AMBITIOUS MEN qualified as Sta- 
tion Installers, Equipment Installers, 
Cable Splicers, Linemen. Work in Mid- 
west. Harris-McBurney Company, Inc., 
P.O. Box 267, Jackson, Mich. 


WANT COE INSTALLERS, also testers 
with wiring experience. Write or call 
Universal Controls Corp., Box 13122, 
Dallas 20, Tex. Telephone: CHapel 7- 
3123. 





EXPERIENCED CENTRAL OFFICE 
MAINTAINER, familiar with XY and 
Stromberg subscriber carrier. Located 
Northern Wisconsin. All applications 
strictly confidential. Write Box 105, 
c/o TELEPHONY. 


EXPERIENCED CARRIER FIELD 
SERVICE ENGINEER— requires thor- 
ough background on central office 
equipment and carrier. All travel ex- 
penses paid. Unusual opportunity with 
growing company for right man. All 
replies confidential. Send resume and 
photograph to Panhandle Electric Sales, 
Inc., P. O. Box 248, Arlington, Tex. 





MANAGER for rural cooperative tele- 
phone system located at Ellendale, 
N. D. Applicants MUST have adminis- 
trative ability to achieve and main- 
tain efficient operations and develop 
sound expansion programs. Ability to 
hire, train and direct personnel in all 
phases of telephone operations. Send 
REA Form 328 and salary expected to 
Mr. Alfred Kabrud, Forbes, N. D. Clos- 
ing date for applications, July 14, 1962. 


HELP WANTED | 


NEEDED IMMEDIATELY — linemen 
and splicers. Progress with growing 
telephone construction company. Must 
have five years experience. Foreman 
positions available. Reply to Box No. 
108, c/o TELEPHONY. 








NORTH ELECTRIC central office 
equipment man. Middle aged. Pro- 
gressive pay increases. Full retirement 
paid. Write Public Service Telephone 
Co., Montrose, Mich. 





TELEPHONE 
SERVICE 
ENGINEERS 


At division level, supervise and 
coordinate sales engineering 
activities associated with our 
expansion into the field of voice 
communications. Positions are 
available in New York City, 
Chicago, San Francisco, Atlanta 
and Dallas. A minimum of 2 
years experience in telephone 
services is required. Salary to 
$9,500. Resumes to Western 
Union, Room 2111, 60 Hudson 
St., N.Y.C. Attn: Mr. W. P. 
Romano 


STOCK LIST NUMBER TWENTY-THREE 


2 SWITCHBOARDS, Kellogg Masterbuilt Jr. Universal Type with 60 C.B. 
Lines and 20 Magneto Lines equipped. Wired for 100 C.B. Lines and 


40 Magneto Lines. 


Equipped with 


15 Universal Cord Circuits 


#41028. Keys have two buttons for party divide automatic ringing. 


The condition of the equipment is excellent having little use. The 


cabinet is not damaged but might require refinishing. 
SWITCHBOARD, Kellogg Cordless #1007 Type with 5 Trunks 12 
Stations and 5 Connecting Circuits. (Like New). 

SWITCH, Linefinder A.E. #H-51106-A or D-205174-A. As removed 
from equipment-in good condition. 

Group Relays A.E. ##H-35760 Fig. 3 or #D-856956-A (NEW) 
SWITCH, Selector Federal #SA-10344-A mounted 20 per shelf with 
banks. These are not digit absorbing. (Very good) 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 Kinnear Rd., 488-0655 (Area Code 614) Columbus 21, Ohio 


POSITION WANTED 


PLANT MANAGER, university grad- 
uate with wide knowledge of telephony 
desires challenging position for a five 
year period. Well qualified to handle 
your special assignments with profita- 
ble results. Write Box No. 106, c/o 
TELEPHONY. 


WANTED TO BUY 


WANTED ALL MAKES OLD 
TELEPHONES—our truck will pick up 
and pay you Cash un the spot. Tele- 
phone Co., Turtle Lake, Wis. 


TELEPHONES—all types—any con- 
dition, candlesticks, wall sets, etc. 
Write advising quantities available. 
Our trucks will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 











WANTED—as disconnected from serv- 
ice—large quantities 300 Series West- 
ern Electric telephones; 500 Series 
Western Electric and Keliogg; 1500 Se- 
ries Stromberg-Carlson. Contact Ma- 
jor Anderson, Anderson Telephone & 
Electronics, 2511 W. Jean St., Tampa 
4, Fla. Tel: 876-4630, 877-2998. 


FOR SALE 


LIKE NEW 901—Wall or desk Mag- 
neto telephones with Koiled Kords and 
connecting blocks; $15.00 each. Write 
Telephone Co., Turtle Lake, Wis. 


WANT OFFER: 314,000 lbs. domestic 
steel core (telephone) wire, CFI, Beth- 
lehem and U.S., 160/190,000 tensile, 
galvanized, 9/10 and 10-1/2 gauge, 
steel strapped. L. Nabut, 2185 S. E. 
Harrison St., Portland, Oreg. Tele- 
phone: CA 17-1717 or BE 5-5137. 





1955 KELLOGG TYPE 7-1 CROSSBAR 
DIAL EQUIPMENT, 400 lines wired, 
with 300 lines equipped, complete with 
charger and battery (full selective 
decimonic ringing). Calhoun Telephone 
Co., 924 Grandville Ave., S.W., Grand 
Rapids, Mich. 


35,516 FEET DIRECT BURIAL TELE- 
PHONE COMMUNICATIONS CABLE 
type PAP-LD-CS, 10 pr. 19 AWG, 
Low Capacitance, designed for hard- 
ened missile base communication; also 
signal and control cable for fixed in- 
stallations. Advanced Communications 
Engineering, 232 Carroll St., N. W., 
Washington 12, D. C. Attn. C. J. 
Jones, Telephone 829-8500 X 29 


AUTOMATIC ELECTRIC CONNEC- 
TORS 235478A, new; A. E. Connectors 
235092A, used; A. E. Selectors ZA- 
532087-2C, new; A. E. Selectors 
205045A, used. Self aligning line 
switches, Exide battery charger #TR- 
24-1-12, Exide batteries +#E.O.P.11. 
Holtzer-Cabot inverted rotary con- 
verter, type QD-15. Write Box No. 
4686, c/o TELEPHONY. 
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FOR SALE 


USED EQUIPMENT—1 
board with 12 amp., 
charger mounted; 


S.C. 
48 v., Flotrol 
1 S.C. Toll switch- 
board manual ringing 48 v.; 3 S.C. 
switchboards, automatic harmonic 
ringing 48 v.; 1 motor driven Holtzer- 
Cabot ringing machine, 
3344 cycles; 375 S.C. line cirucits 
#B-27570, 48 v., C.B.; 5 S.C. circuits 
for dial to manual lines 


The West 
North High St., Covington, Ohio. 


1 NORTH ELECTRIC MCXR 10,000 | 
MCBERTY COMMON CONTROL TPL | 
SWITCHBOARD; 1,200 lines wired and | 
equipped (11% trunking); 28 trunk se- | 


lectors; 53 second selectors; 20 paysta- 
tion lines; 50 intercept lines to Mohawk 


message repeators; 10-party decimonic | 
full coded ringing with Lorain K5 sub- | 
cycle dual timers, tones, and interrupt- | 
ors; Exide batteries and racks; “A” | 


type mainframe to terminate 3,000 
cable pairs and 1,200 switchboard lines 
on Cook 3,800 type protectors. Will sell 
or trade stock, available now. Call or 
write C. W. Pickelsimer, Jr., Citizens 
Telephone Co., P. O. Box 348, Brevard, 
N. C., (Area Code 704) 883-4161. 





7-POSITION KELLOGG MANUAL 
SWITCHBOARD. 3% positions 
equipped Universal Automatic Ringing 
Cord Circuit K-85984—with Dial Modi- 
fication Circuit 
A3401. 3% positions equipped with 
C.B. Feature Cord Circuit K-35985 


(Automatic Ringing and Line Lamp | 


Recall). 
Line Equipment: 


500 Universal Lines (City), 380 C.B. 


Lines (City), 80 Divided Circuit Uni- | 
Lines | 


versal Lines 
(lamp busy). 


(Rural), 
Toll 


40 Toll 
Section equipped 


with 17 E & M Inter Toll 2-way Dial | 
Trunks, Circuit K47766, associated with | 
Western Electric Composite Signalling | 
Circuit Type B with Type D CX Set | 
and Repeating Coils, Circuit R-3—SD- | 
95032-0111. Also 20 Ringdown circuits | 
trunks and | 


and miscellaneous 
equipment. 

Make an offer—equipment must be 
removed within two weeks following 
Dial Conversion scheduled for August 


other 


5. ALL IN VERY GOOD WORKING | 


CONDITION. 
NAPPANEE TELEPHONE COMPA- 
NY, Nappanee, Ind. 


Supply your machinists with 


AHLEN NO-BOUNCE HAMMERS 


CONTROLLED BLOW PROFITS are yours with TAHLENS 
nt REPLACEABLE TENITE OR NYLON TIPPED 


——_— 


l-lb. 14%" face}2-Ib. 134" face} 3-Ib. 24" face 


IMPERIAL CAST STEEL CONVEX FACED 


1¥41b. ¥4" face |2-Ib. 134" face |3-Ib. 2” face| 

WRITE for folder, prices and nearest Distributor 
Dept. TYO2 TAHLEN HAMMER CO. 
1214 POPLAR PLACE SO., SEATTLE 44, WASH. 


JUNE 9, 1962 


power | 


16%, and | 


B-48190; 150 | 
S.C. 1243 telephones with dials. Write 
Ohio Telephone Co., 21 | 


(sleeve dialing) K- | 


3 Panel Multiple, | 








RELAY 
RACKS 


yx 19” 
Standard 


*65." 


TELKOR, INC. 
ELYRIA, OHIO 





AMCRECO: Poles, crossarms, lum- 
ber, conduit. Pressure treated; 
all standard specifications. Stocks 
maintained. 


AMERICAN CREOSOTING CORPORATION 
112 S. Sth St. 


Lovisville 2, Ky. 
CREO & PENTA 


recap, POLES 


‘from the Nation's Largest Plant"’ 


DIERKS FORESTS, INC. 
NA 3-7766 Hot Springs, Ark. 


Need help? Need a job? Something to 
sell? Something to buy? For best results 
and quick results use 
TELEPHONY's 
Classified Advertising Section 


POLES 


Cascade Pole Co., P.O. Box 743, Tacoma. 
ee ene Douglas Fir and Cedar 
oles. 


Cc. M. Christiansen Co.—Northern White 
Cedar Poles, Pentachlorophenol treated. 
Plant and Yards, Phelps, Wis. 


Eppinger & Russell Co., 80—8th Ave., New 
York 11, N. Y.—Poles—Creosoted, Penta, 
cg aaa Plants: Norfolk, Va., Edding- 
ton, Pa. 


international Creosoting and Construction 
Co., Galveston, Texas—Creosoted Southern 
Yellow Pine Poles. Plants, Beaumont and 
Texarkana, Texas. 


international Paper Co., Wood Preserving 
Division—926 Grand Avenue, Kansas City, 
Missouri—“LONG-BELL” pressure - treated 
Southern Pine and Douglas Fir Poles— 
Creosote ar Penta. 


Piedmont Wood Preserving Company— 
Creosoted and Creosote-Penta Treated 
Pine Poles. Plant, Augusta, Georgia. Yards, 
,, West Virginia and Connecticut. 
Address inquiries to Box 1662, Spartan- 
burg, S. C. 


Texas Creosoting Company—512 Main 
Street, Orange, Texas—-Creosoted Southern 
Yellow Pine and Douglas Fir Poles. Can 
also treat with “Penta. 


LOADING COILS surplus 
save about ¥2 


genuine W.E. #632 88MH coils 


each coil and case tested before 
resealing. Lead stubbed cases equip- 
ped with valve and pressurized with 
nitrogen gas. 

Plastic stubbed cases epoxy-sealed 


—hundreds in use—by large & small 
independent companies 


Aerial (pole or strand) 
Burial (manhole or earth) 
also 
Splice case types 


Let us quote on your needs 
Cable terminals (protected -non) 
complete satisfaction guaranteed 


TELECTRIC 


1218 Venice Bivd. * Los Angeles 6, Calif. 
DDD 213 Richmend 8 2249 





HERE’S A TIP 
FOR SPECIAL 
SOLDERING 
JOBS 


CARTRIDGE-HEATED 
SOLDERING IRON 


A Bell System standard, 
this revolutionary 
soldering iron works 
without electricity. 
Power source is an 
expendable thermit 
cartridge, furnishing 
over 800° (F.) for 
6 minutes. Five different 
tip sizes are available. An 
ideal tool for all line 
maintenance work. 


Write for descriptive details 
or consult your dealer. 


KEMODE MFG. CO., INC. 


151 West 18 St., N.Y. 11, N.Y. 


** TELEPHONES REPAIRED ** 


All phones completely reconditioned 
Workmanship & materials guaranteed 
Prompt Service 


TELE-SERVICE CO. 
Box 383, Kevil, Ky. 462-6666 


CABLE SPLICERS @ 


LINEMEN 
STATION INSTALLERS 
STEADY WORK, GOOD PAY 
MIDWEST LOCATION 
The Weikel Line Company, Inc. 
FORT WAYNE, IND. 


CONSTRUCTION COMPANY 


126 W. Main St e 
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Acme Visible Records, Inc. 
Acoustics Development Co. 
Alphaduct Wire & Cable Co., The . 
Altee Lansing Corp. 
Aluminum Company of America .. 
Aluminum Ladder Co. 
American Appraisal Co. 
American Creosoting Corp. 
American Steel & Wire Co. ....... 
American Telephone & 

Telegraph Co. 
Anaconda Wire & Cable Co. ...... 
Arps Corporation 
Arrow Fastener Company 
Automatic Electric Sales 

Corp. 


Barber Advertising Specialties, 


Barnard & Associates, Inc., J. C. .. 
Bell Telephone Laboratories, Inc. 
Benner-Nawman, Inc. f 
a ge eee 
Bethlehem Steel Co. 
RIN EI, COs bon 65s vows even 
Bohnsack Equipment Co. ......... 
oS A Ae — 
Brand, Wm.—Rex Div. 
Buckeye Telephone & 
Supply Co. 
Budelman Electronics Corp. 
Burgess Manning Co. 
B. Y. Dial Service 
C@m Batteries, Inc. ........ccccen 
Cabaniss-Pogue Co. 
Cable Construction Co. 
Cable Spinning Equipment Co. .... 
Calculagraph Company 
C&S Products Ince. 
Chance Co., A. B. 
Chevrolet Div. of General Motors . 
Chicopee Mills Inc. 
Cleveland Inst. of Electronics 
Coates Field Service, Inc. ~ 
Coleman Cable & Wire Co. ....... E 
Collins Radio Co. 
Colorado Fuel & Iron Co., The 
Commercial Cord Company, Inc. 
Communication Equipment & 
Engineering Co. 
Cook Electric Company 
Copperweld Steel Co. 
Coreoran Construction Co. 
Crome Ime. Cart ©... ccc ccicecws 
Cushman Motors 
Davis Construction 
Davis Mfg. Co., Inc. 
Deere & Co. 
Delco Radio, 
Div. of General Motors 
Dial Haven, Inc. 
Dierks Forests, Inc. ......<escccese 
Dillon & Co., Inc., W. C. .......... 
Donnelley & Sons Co., R. R. 
Duo-Safety Ladder Corp. 
E. & C. Contracting Corp. ........ 
Electronic Controls Inc. 
Everstick Anchor Co. 
Exide Industrial Div. 
Floor-Con 
Ford Motor Co., The 
Gagne Enterprises, Inc. 
Gans Surplus Tire Co. 
General Cable Corporation 
General Communications 
Products Ine. 
General Electric Company 
General Machine Products Co., Inc.. 
General Telephone Directory Co. 
General Welding, Inc. 
Gladwin Plastics, Inc. 
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Gould-National Batteries, Inc. 
Graybar Electric Co. 
Greenlee Tool Co. 
Hallamore Electronics Co. — 
Hammond Drierite Co., W. A. .... 
Harris-Mc-Burney Company 
Henkels & McCoy 
Hirsch Organization, Inc., Gustav 
Hitachi, Ltd. 
Holan Corp. 
Homs Company, Douglas 
Indiana Steel & Wire Co. 
International Teletronics Inc. 
Irwin-Auger Bit Co. 
ITT-Kellogg 
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Kearney Co., Jas. 
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Co. Back Cover 
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Parsons Company 
Petersen Engineering, Inc. 
Phelps Dodge Copper 
Products Corp. 
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WESTERN REPRESENTATIVE 
McDonald-Thompson, Inc. 
625 Market St., San Francisco, 

Cal. 
3727 W. Sixth St., Los Angeles 
840 Lincoln St., Denver, Colo. 
National Bldg., Seattle, Wash. 
3217 Montrose Blivd., Houston, 
Tex. 
2727 Oak Lawn Ave., Dallas 19, 
Tex. 
2035 S. W. 58th Ave., Portland 1, 
Ore. 


Precision Multiple Controls, Inc. .. 
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pe lg ere ee 
T.E.I. Corp. 

Telectric Co. 

Tele-Muff Co. 

Telephone Cables, Ltd. 
Telephone Carrier Service 
Tel-Plastics, A Div. 

of Woodman Co., Inc. 

Tele-Service Co. 

Teletype Corporation 

Tele-Wire Supply Co., Inc. 

Telkor, Ine. 

Terado Company 

Thor Power Tool Company ....... ‘ 
Thornhill Publishing Co. 
Transandean Associates, 
Trans-Technion, Inc. 

Trepac Corp. of America 

er Ge OE, BMG 6c cces vuetees 
Union Carbide Plastics Company ... 
U. S. Cable Constructors, Inc. 
United States Independent 

Telephone Association 
United States Instrument Corp. ... 
United States Motors Corp. 

United States Steel Corp. 

American Steel & Wire Co. ..... — 
Universal Controls Corp. .......... — 
Utilities Contracting Corp. 
Utility Equipment Co. 
Utility Products Co. 
Utility Service Co., Inc. ..........-. — 
Utility Tool & Body Co. .......... — 
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Wyoming Valley Equipment Div. .. 
York Body, Div. of 

Pitman Mfg. Co. 
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BELL LABORATORIES’ NEW CONNECTOR 
STREAMLINES CABLE SPLICING 


Telephone craftsman uses special pneumatic tool to flatten connector onto insulated wires. 
Metal tangs pierce insulation and produce a splice that is equivalent to a soldered joint. 


Along the cable routes of the Bell System, wires 
are spliced at a rate of 250,000,000 a year. Conven- 
tionally, connections are made by “skinning” the 
insulation, twisting the bare wires together, and 
slipping on an insulating sleeve. Now, with a new 
connector initiated at Bell Telephone Laboratories, 
(diagram at lower right) splices can be made faster, 
yet are even more reliable. 


The craftsman slips the two wire ends—with in- 
sulation intact—into the connector, then flattens the 
connector with a pneumatic tool. Springy phosphor 
bronze tangs inside the connector bite through the 
insulation to contact the copper wire. The stable, 
low-resistance splice established is maintained for 
many years, even under conditions of high humidity, 
corrosive atmospheres and vibration. 


Ultrasensitive measuring techniques devised by 
our engineers demonstrate that the new connector 
provides the equivalent of a soldered connection, 


even with voltages as low as 25 millionths of a volt. 


Working with our manufacturing partners at 
Western Electric, our engineers developed this con- 
nector into a design capable of being mass-produced 
at low cost. It is being introduced in the Bell System. 


NEW WIRE CONNECTOR HAS THREE PARTS: 


BELL TELEPHONE LABORATORIES 
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Nicopress made-up loop-type deadends 
with full-round wire bail 
and tail for tap» 


Patent Applied For 


Place the loop of this Nicopress Deadend over the insulator... 


insert line wire in sleeve, 
com.»ress with standard Nicopress Tool... 


and a uniformly-strong deadend is quickly made. 


Available for copper and copperweld wires 
with full-round stainless steel bails; available for 
galvanized steel wires with full-round 


galvanized steel bails. 


The National Telephone Supply Company 


5100 SUPERIOR AVENUE ¢ CLEVELAND 3, OHIO 


Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 


* 
‘copress is the Registered Trade Mark of The National Telephone Supply Company 








